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A NOVEL ARCHITECTURAL FEATURE LIKE THIS LENDS ATMOSPHERE—IS A 
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A BIG CITY SHOE STORE OF UNUSUAL CONSTRUCTION 
SILENT SALES MAKER AND REALLY COMES UNDER THE 
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Experiences of Manufacturers 
with Neolin Soles 


(Told by Themselves )} 





The Emerson Shoe Company, Manufacturers of Men’s Shoes, writes as 
follows to The Goodyear Tire & Rubber Company: 


Gentlemen: 
Emerson Shoes have an honest reputation for 


wear and style founded on thirty-nine (39) years of 
honest and progressive shoemaking. 

With the advent of soles other than leather 
we naturally selected the best, Neolin, on account of 
its quality as to long wear and uniformity in manu- 


facture. We cannot recommend Neolin Soles and Wingfoot 


Heels too highly. 
Yours very truly, 
EMERSON SHOE COMPANY. 





There could be no more conclusive evidence of the genuine 
merit of Nedlin Soles than the facts related in this ‘series of 
shoe manufacturers’ letters. “The men who are telling their 
experiences with Nedlin Soles (in this and coming issues of 
this journal) are keen business men whose success is based on 
manufacturing shoes that give satisfaction to the consumer. 
They use Nedlin Soles because Nedlin Soles measure up to 
the standards of quality which they must maintain—in order 
to maintain the good reputations of their products. 


The Goodyear Tire & Rubber Company, Akron, Ohio. 








Neolmn Soles 
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MANY a new hosiery depart- 

ment will be started in 1919 
—now that conditions are once 
more approaching the normal. — 





Perhaps you’re planning one for your store. 
In that case we advise you to concentrate on 
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“Onyx” @ Hosiery 


 SBwomons 


Many shoe dealers, who have been considering 
the installing of hosiery departments have ar- 
rived at this decision. Requests for information 
by mail and person show that this hosiery ques- 
tion is of ever increasing importance. The time 
is approaching when no well managed store will 
be without a-hosiery department. The un- 

. doubted success of a hosiery department in a 
shoe store is demonstrated by experience. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 
1033 Chestnut Street 31 Bedford Street _ The Lytton Bidg. 
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We Are Going to Convince You— 
Then You Convince Your Customer! 


A merchant might reasonably hesitate to commend the Cordo-Hyde lace to his 
customers if he were not thoroughly familiar with its performance. 


This hesitancy would be sét aside if he were to wear a pair in his own shoes. 


We will gladly send to any merchant or buyer a pair of laces if he will tell us the 
length and color, also state his preference for flat or round. 


Cordo-Hyde is unlike any other lace. The fact that it is superior to the others, 
that it does lend itself more excellently to the shoe, and that it positively stays 
tied, has been demonstrated to our dealers and their customers. 


Furthermore, the repeat orders prove that it is for its goodness that this lace is 
preferred by the consumer. It is not inexpensive but the inereased service is so 
much greater than the increased cost that it is economy to pay more. 


Eventually the good things about this lace will be generally known. Why not you 
be the one to acquaint your customers of a lace that outwears by months ordinary 


laces? 


seat LACES 


Made in flat and‘round—aAll ‘colors and lengths. 

In addition to our regular packing we have the Special Display 
Box—it has proven a salesmaker. 

Also permits you to find out just how much this lace is appreciated 
before buying in quantities. 

The Display Box holds one gross of laces, has four compartments 
so that you can have the four popular colors—Black, Tan, Ma- 
hogany and Cocoa. 

We pack the assortment to suit you and bill at regular gross price— 
no extra charge for the special packing. 

We suggest that your order includes both flat and round laces. 


PRICE LIST 
Lengths 27” 26” 30” 36” 38” 40” 
0216 Round _ 4.05 4.20 4.50 5.40 5.70 6.00 
890 4.59 4.76 5.10 6.12 6.46 6.80 
Samples and complete price list if you prefer. 
Prices subject to change without notice. 


LACE DIVISION 


O. A. Miller Treeing Machine Co. 
BROCKTON, MASS. 
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The Great National Shoe Weekly 


JANUARY 25, 1919 


The Growth of the Repair Department 


How to Organize It on a Profitable and Progressive Basis 


By JOHN J. BAIRD 
Treasurer A. E. Pitts Shoe Company, Columbus, Ohio 


(From Round Table N.S. R. A. Convention) 
N considering “‘the growth of the repair department and 
how to organize it,” a number of things must be borne 
in mind if the organization and growth are to be of a 
substantial nature. 


The Factory Trained Man 


Paramount in importance is the securing of experienced 
factory trained men; men who will not be content to see a 
job leave their hands looking ‘“‘cobbled,”’ but rather those 
who will attempt to judge the finish of 
their work by modern factory standards. 


Labor Saving—Better Finish 


Next in importance is equipment. 
And under this heading we should 
expect to include every modern device 
that is known to the trade for the pur- 
pose of saving labor or improving the 
finish of the work handled. The days 
of the old-fashioned hammer and awl 
cobbler are gone, never to return. It 
is interesting to make a comparison of 
the work turned out by the old-timer 
with the neat, well-finished work that 
leaves the average modern shoe repair 
shop. The smoky oil lamp, the old- 
fashioned burnishing iron and the wood 
edge stick are very poor substitutes 
indeed for the modern edge setter and 
burnishing wheel. 


Quality of Material Pays 


Next, we should consider quality of materials. We have 
found in our business that quality pays. You cannot get 
good results out of poor soles on the stock you sell; then 
why sould you expect to get good results out of poor sole 
leather in the shoe repair department? Silk ‘thread for 
patching and work on uppers, linen thread for sole stitching, 
high quality burnishing inks, waxes and. cements pay big 
dividends in satisfied customers. 


JOHN J. BAIRD 


A Legitimate Profit—Ever 


And please don’t forget that you are entitled to a legiti- 
mate profit on every job you do. It takes money to run 
a complete shoe repair factory and your profits can safely 
be figured on about the same basis that you figure your store 
profits. Many dealers have tried running their repair 
departments on such a close margin that the line of demar- 
cation between profit and loss has been so faint that their 
repair department could not be a paying proposition. This 
is foolish and unnecessary. The public will pay a fair price 
for service: rendered. It is, of course, 
necessary to make this service of such a 
high order that a difference in price, if 
such a thing exists will be a matter of 
small consequence. Quality pays in the 
shoe repair game as in anything else. 

When business is dull and you want to 
stimulate it, the most natural thing for 
you to think of is advertising. The fact 
is, when you make up your mind to 
stimulate business under any and all 
conditions, your mind naturally turns to 
advertising. And, let me say right here 
that in this respect the shoe repair 
department is very often neglected. 
Now there is no real reason for this ne- 
glect. 

If your good money is tied up in 
leather and findings and shoe shop equip- 
ment, it is just as necessary for you to 
make that money produce for you as it is 
the money you have invested in your shoe stock. To all in- 
tents and purposes the proposition is the same. And besides 
your shoe repair shop is a very essential part of your business 
and deserves the same attention and the same nursing along 
that your store does. Many and many a customer has been 
made for the store by doing in a satisfactory way some 
difficult job of repairing. 

So let us not forget that the successful organization and 
operation of this department requires advertising. There are 

(Continued on page 91) 
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N order to better co-operate with the people around you 
as well as making your work more congenial and effi- 
cient, I am going to cite you a few store policies that 
will save you much time and trouble, provided you con- 
tinually carry them out. It would be well for you to keep 
this letter and refer to it the first of each month in order to 
see whether you are able to note improvement in your work. 

“1. One person should ALWAYS be within ten feet of the 
front door in order to bid the customer welcome and show 
him to his seat. 

“2. If the customer be a man and a salesman isn’t busy, 
let him wait on the customer in preference to a saleswoman 
doing so—she should be in waiting for the next lady customer 
to enter. 

Two Kinds of Feet 


“*3. Customer being seated, remove the right shoe (unless 
customer insists on having the left foot fitted first), glance 
at the size, how the shoe has worn, where the big toe joint 
lay in the old shoe, glance at the foot as you are drawing 
that size with the measure stick to see whether it is a BONY 
FOOT ora FAT FOOT. (There are only two kinds of feet.) 


How To Measure 


““Measure the foot from the center of the heel to end of the 
longest toe (while customer is sitting), which isn’t always the 
big toe. Sometimes the long toe is the second one or even 
the third in rare cases. Also be sure whtle measuring that 
the toes are not cramped up; if so, push them down with a 
little pressure until you have obtained the proper size as it 
reads on the stick. Your size sticks do not allow for any 
extra length, hence on a bony foot (cow-tongue foot) allow 
as near to four (4) sizes additional for the size of the shoe. 
(Suppose your customer’s foot draws three on the stick—if I 
had that shoe narrow enough I would fit that customer in a 
size seven (7)—under NO CIRCUMSTANCES under a size 
six (6). With a fat foot one can drop back to two and one- 
half sizes longer than the foot actually measures PROVIDED 
you allow plenty of room for width so the blood circulation 
isn’t choked. Varicose veins are nearly always the result of 
poor circulation. 

“If the customer insists that the shoe is too long take your 
INSIDE MEASURE STICK and obtain the inside length 
of the shoe you are endeavoring to sell. Lay the metal IN- 
SIDE STICK on the wood measure stick and the customer 


Better Store Service---“A Reminder” 


to Clerks 


They Will Gain Through Strict Observance of Following Rules 












can readily see for himself, and if he still insists on a ~horter 
size, fit him in what he wants and tell him very nicely that 
we will be compelled to mark the lining of the right shoe with 
a S. S. (short size) with your clerk number underneath. It 
will look like this on marking a short shoe: S. S.-1 (or what- 
ever your number is). Inform him that we will make NO 
REDRESS of any kind on shoe marked S. S.; it is up to him 
for all time. Customers have the mistaken idea that a half 
size measures ONE HALF INCH in length, when the actual 
measurement of a half size is only ONE SIXTH of an inch. 
(Look at your size stick and see if it doesn’t take three full 
sizes to make one inch!) No wonder some of our lady friends 
balk so on half-size lengths. The reason they do is through 
You are the person to enlighten our 


ignorance on their part. 
It will make the selling easier 


customers in these matters. 
for all of us. 
Making Out Sales Slip 


“4. Having the customer fitted, now is the time to make 
out the sales slip. The book should be carried with you and 
the slip made out in front of the customer for two reasons: 
(1) It saves a trip back to get the cash for the sale, because 
as soon as the customer sees you write up the sale he digs 
for the cash. (2) There is no delay in wrapping the shoes, 
because the duplicate sales slip is ready to be placed into 
the package, and in making out the sales slip at the time of 
the sale, it is easier for you to remember the STOCK NUM- 
BER, the SIZE, the COST CODE, and the RETAIL 
PRICE. The sales slip should be made out in rotation as 
the items above appear in a straight line across the sales 
slip. 
“Tt is also well to fill out the cover—entering the amount 
of each sale as you sell and total it up yourself at the close 
of each day’s business and keep a little record of it in a diary 
of yourown. In this way you know just the amount you have 
sold WEEKLY, MONTHLY, YEARLY. 

“‘We ask you to date the shoes in case of exchange or return 
from a possible defect—it helps the manager in adjusting a 
claim. 

“We ask you to look at the size and stock number in the 
lining of each shoe to avoid MISMATES—just before wrap- 
ping them. MANAGERS MUST COLLECT 50c A PAIR 
FINE FROM PERSON MISMATING A SALE. It costs 
the COMPANY §$2 additional to have MISMATES made 
up at the factory. We would rather you were careful than 


to pay the FINE. 
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Treat Customer as a Guest 


‘5. The customer having his package and having it paid 
for, should be thanked and invited to call again. The last 
GLAD WORD is a great help to that customer’s future trade. 
NEVER, NEVER allow a person (buying or not buying) to 
leave the store without a glad word to call again, WHEN 
YOU SAY IT, MEAN IT! THE MOMENT A CUS- 
TOMER IS IN YOUR HANDS, HE IS YOUR GUEST 
JUST AS MUCH AS IF HE HAD CALLED AT YOUR 
OWN HOME. THEN TREAT HIM AS SUCH. 


About Change 


“6. Short changing is almost impossible if you call the 
amount as the customer hands you the money:—for instance 
—‘Eight dollars, just right, thank youl’ or ‘Eight out of 
twenty dollars!’ then go and get your change and whether 
some one else acts as cashier or you get the change personally, 
count it out as follows: ‘The sale is $8.50, and fifty is nine, 
one is ten dollars, and ten makes twenty dollars; thank you 
very much!’ In other words, always count from your sale 
(no matter how'small it is, if from a 5c lace) ap to the amount 
the customer handed you. 


Observe Cleanliness 


“7, As we previously stated, the CUSTOMER is your 
GUEST. He is the one who makes it possible to give you 
employment. He pays the bills, part of which is your salary; 
then treat him as he should be treated. As your GUEST, 
would you care to. have him call at your home and NOT 
be met at the front door as he rings the bell? Would you 
let him put his own wraps away and find a seat without 
being invited to do so? Would you want your guest room 
to be so dusty that he would have to wipe the chair with his 
kerchief before seating himself? Would you sit there with- 
out endeavoring to even entertain him with conversation in 
which he is interested? Would you offer him a drink of 
water in a ‘greasy’ glass? Would you offer him tea from 
dirty dishes or offer him a dirty linen for a napkin? WOULD 
YOU? 

“Do you seat your CUSTOMER on dirty, dusty seats? 
Do you pay as little attention as possible to him while fitting 
him? Do you show him a shoe all unlaced, untidy and 
dusty looking? Do you endeavor to show him hosiery, or 
polish, or laces that look like ‘second-hand junk,’ bought 
from Israel and expect him to buy? Do you grab his money 
without a word, and expect him to say ‘thank you for waiting 
on me’—do you? Do you leave the sales slip out of the 
bundle so he will never have a record of the size, price, or 
firm from whom he bought the shoes should he ever want 
another pair sent him? Do you do up the package as if it 
was a ‘two-for-five-cent stogie’ instead of a nice eight-dollar 
pair of shoes? Do you expect him to admire them as much 
as he did in the store if on reaching home and on undoing 
them he finds them all done in a wad as if they were a package 
of soiled laundry? 

“Do you expect such treatment to bring that customer back? 
Do you expect such treatment to increase the store’s salary, 
your own included? It goes back to the old saying: ‘Cutting 
off your nose to spite your face!’ 


Personal Appearance and Cleanliness 


“8. It is impossible to do your work properly if your 
surroundings are not congenial. You must have the proper 
hours of rest at night. You must have time to eat your 
meals slowly and well. You must have congenial home sur- 
roundings. Try and promote a pleasant conversation at the 
breakfast table (never let differences enter discussions at this 
meal—BREAKFAST) and the influence will be a pleasant 


one all the day long, besides your temper will be less liable 
to be ruffled over unpleasant happenings. Your personal 
appearances will either inspire confidence or distrust? 
Whether you are a saleswoman or salesman, dress with sim- 
plicity and: dignity. Loud dress and paint are NON- 
ESSENTIALS in business and are a draw-back to your sell- 
ing ability. 

“Your outside actions—on the street, in company, at 
home, go a long, long way in the judgment your customers 
have of you in your every-day business life! 

“The ventilation of the place of business, the cleanliness 
of your surroundings have more influence over your business 
life than you perhaps realize. Poor ventilation makes one 
tired and lazy. Dirty windows, dirty stock, dirty cartons, 
broken cartons. dirty light fixtures, dirty back rooms, dirty 
wash bowls, all have a depressing influence on your future 
promotion and welfare in business. So you see, by letting 
these things go on around you, you are doing yourself a 
greater injustice than anyone else concerned in your vocation. 


Never Be Idle 

“9. If you are at leisure (if there is such a thing during 
business hours in your establishment. All good establish- 
ments never have it), DON’T hang in front of the store 
and gossip or loaf. It is the first sign of a run-down business. 
If you do find a little let-up make a tour of inspection (whether 
it is your work or not does not matter), and see if any improve- 
ment can be made for the betterment of all concerned. Make 
a personal inspection of yourself. Are your clothes neatly 
brushed? Are your shoes properly cleaned? 1s your linen 
immaculate? Are your nails and hair properly kept so your 
prospective customer has nothing but the best of respect for 
you at first glance. 

“Sometime ago I had the opportunity of taking a peep at 
the private office of one of the United States largest bankers. 
Do you know, there wasn’t even a scrap of paper on his desk— 
and his mail contains from fifty to one hundred letters that 
need his personal attention. I asked to pull one of the 
drawers open in the desk. I never saw such neatness. I 
was ashamed of my own right then and there. 


What Is Your Answer To Our Heroes? 


‘“‘What will we say to them when they come back and ask: 
‘What Have You Done Fhat Was Worth While, While I Was 
Away?’ ‘How Well Have You Done Your Work?’ 

“This is just what it is coming to, my co-workers, and it is 
well for all of us to be ready with a GOOD answer, I am, 

(Signed) W. C. ROOSE, 

Beacon Shoe Company, 
Manchester, New Hampshire.” 


With Tassels on ’Em 


Shoes with tassels on them are mentioned in a story re- 
cently from Paris. It tells of the wearing of them by women 
there. Will the fashion spread in America. Shoes “with 
tassels on ’em’’ were a fashion a century or so ago. They 
were worn by men, as well as by women. Romantic young 
women made tassels and gave them to their beaux. They 
made the tassels of threads of silver and gold. One gallant 
praised his best girl for the “tassels” made of locks of her 
own hair. Nothing is there in footwear of today as freaky 
in style as this. Tassels on shoes may come in the whirligig 
of fashion. But there’s one sure thing. The practical 
American will never fuss about lacing up shoes with laces 
having frazzled ends. The laces must thread through the 
eyelets easily and quickly, or they never will be used in this 
country. If shoes have “tassels on ’em” they will be on 
the shoes, not on the laces. 
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THE KESCOT DISPLAY STAND—Actual Size 164 in. wide, 174 in. high 


AN ORIGINAL AND ATTRACTIVE METHOD 
OF DISPLAYING AND SELLING THIS MOST 


Profitable Line of Merchandise © 


Sample Ornaments are mounted on Purple 
Velvet Pad with Handsome Green Gold Back- 
ground. Outfit consists of excellent assort- 
ment of up-to-date Shoe Ornaments finished __ | 
in popular colors. All packed in individual 7 |\@jake 
boxes. Write for Complete pena" lng a 


KESCOT MANUFACTURING CO. faX Be 


ly and without —, the lar; “san and mest complete line of shoe ornaments 


86 Page Street, Providence, R. I. 
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Findings Set the Pace for Shoes 


There Had To Be Laces Before There Were Lace Boots, and Buckles Before 
There Were Buckle Pumps and Fine Stockings Before There Were Fine Shoes 


“ OUR shoe business usually goes ahead about as fast 
as your findings business, Mr. Shoe Merchant. 
Very likely, you do not realize it. We cannot at- 

tempt to prove it to you in your individual case. But we will 

undertake to demonstrate it to you in a general way. 


No Lace Boots a Century and a Half Ago 

“Take your lace boot trade, for example. It has been 
good, hasn’t it? You’ve made money on it, doubtless? But 
will you believe that a lace boot trade was impossible one 
hundred and fifty years ago. They had no laces then. So 
they couldn’t have lace boots. Jefferson, the first president 
to wear lace boots, started a new fashion, the same as Wilson 
did when he went to Europe. Some wanted to put Jefferson 
out of office for wearing lace boots. However, what we want 
to prove is that there had to be laces before there could be 
sales of lace boots. So we hope to make it clear to you that 
the development of findings helps trade in footwear, in one 
detail at least. That’s just for a beginning. 


Hosiery and Shoes Certainly Belong Together 

“Now consider stockings. Maybe you handle them. 
Maybe you don’t. But whether you do or not, you will 
agree that improvement in stockings leads to improvement 
in sales of shoes. Just notice, if you will, how the sale of 
pretty stockings and pretty boots go together. Stockings 
cannot be so very old. The name was derived from ‘sticking 
needles,’ now called knitting needles, with which the gar- 
ments were made. For many, many centuries, people 
struggled along without stockings. Then the shoe business 
was as lifeless as a smoked herring. Some prudes say that 
stockings are altogether too pretty these days. However, 
they are Puritanical compared with some of the gorgeous 
stockings that were worn when stockings were a gift fit for 
a king, or a queen. Just think of these—‘One pair of hose 
of purple silk and Venice gold, woven like unto a caul and 
lined with blue silver sarsenet edged with a passeman of 
purple silk and gold wrought at Milan.’ Some class to hose 
like that! How elegant must have been the shoes that 
were worn with them. 

“Fine stockings of silk are comparatively new. As the 
story goes, Elizabeth, great queen of England, was the first 
Anglo-Saxon woman to wear them. For a time, they were 
the stockings of royalty. Common people wore stockings of 
coarse cloth. Royalty wore fine shoes. Common people 
wore common shoes. These days, silk stockings and fine 
shoes are common. What would the shoe trade be like if 
there were no silk stockings? For a guess, it would be like 
a salad without dressing. 


A Word About Buttons 

“‘Laces and stockings are not the only findings which demon- 
strate that the development of findings and the development 
of shoes go together. Button boots could not be made and 
sold until buttons came into use. That was in about 1300. 
But the fashion of button boots never was strong until the 
button men developed fancy buttons, and the machinery 
men developed a method of firmly fastening them. 


Buckles of Very Ancient Usage 
“Oldest evidence of the use of buckles on shoes is found on 
the effigy of Robert Attelath, at Lynn, England, 1376. ‘Dia- 


89 


mond buckles for garters, and as rich for shoes,’ were men- 
tioned in the apparel of William II{. A pace for designers 
of today, those old time monarchs set. The story goes that 
the recent fashion of buckled pumps, which has enabled 
many shoe merchants to sell fancy buckles, as well as an addi- 
tional pair of shoes, began with a studious shoemaker who 
read of the elegant buckles of olden days, and proceeded to 
make some buckle pumps and add them to his sample line. 


Various Other Finding Necessities 


“So on the story might be continued, to demonstrate that 
tindings have much to do with the development of styles and 
sales of shoes. There’s rubber heels, a big factor in the 
building up of modern shoes, as well as the modern shoe 
finding department. There are blackings and dressings, 
strong lines in the finding department. Without them, the 
shoe trade would be put back 100 years. There are shoe 
forms, which preserve the shape of the feet, and foot powders, 
that preserve the health of the feet, and a dozen and more 
articles sold in the finding department, all of which have to 
do with the grading up of shoes, and the development of the 
sales of shoes. 

“Now, Mr. Shoe Merchant, haven’t we made it clear to you 
that the shoe business improves as the findings business is 
improved. If we have, then we will urge you to build up 
your finding business because it helps to advance the stand- 
ards of your shoe business.” . 


Shoe Trimmings 


Buckles and Bows, Fancy Buttons and Laces, All Are 
Coming Back 


It’s time to brace up the findings department, for pretty 
things of shoes are coming back. Severely plain effects may 
be all right for those feet that are most adorned when least 
adorned. But only a few bare-foot dancers are there. The 
multitude of women desire and deserve pretty things for 
their feet. ; 

Pumps will be worn the coming summer. Hence a new 
season for buckles. Not shrinking little buckles this time, 
but big, striking looking buckles, some of silver, some of gun 
metal and some of beads. Even a harness strap buckle ap- 
pears. The buckle man is going to get his chance again to 
add to the style of women’s shoes. Co-operate with him, Mr. 
Shoe Merchant. Figure an immediate profit on your buckle 
business if you must. But also figure out that your buckles 
help to maintain the high standards of styles in footwear 
and that it is your duty to your store, as well as your trade 
to maintain high standards. You may handle buckles at 
cost, and make your profits on your fine shoes, if you will. 


High Class Findings Make High Class Profits 


Likewise is it with other findings. There are laces and 
buttons, shoe slides, foot powder, the kind that makes shoes 
slip on easy as well as the kind that keep the feet in healthful 
condition, pretty stockings, and many other things. The 
higher the class of these findings that you carry, the highei 
the class of your shoes, ‘and, if you’re a business man, 
higher the class of your profits. . 
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Scholl Salesmen Meet in Annual 
Session 


The annual Eastern and Western Sales Conventions of the 
Scholl Manufacturing Company, the well-known foot com- 
fort appliance manufacturers, were held simultaneously in 
Chicago and New York. Great interest attached to the 
address by Dr. Wm. M. Scholl, president of the company. 
who outlined plans for 1919 before both conventions. 

“‘We consider,” said Dr. Scholl, ‘that we are selling the 
dealer, not simply foot comfort appliances, but a service that 
will help him to be a better shoe merchant and business man. 





of national mediums of large circulation will be of a domi- 
nant character. A most important feature of our advertis- 
ing will be that directed to physicians. Full pages in a num- 
ber of the leading medical journals will be used. Beyond 
this, we expect to co-operate with the dealers even more 
closely than ever before. 

“This co-operative work,”’ he continued, “‘will be directed 
by the new Department of Sales Promotion. A monthly 
dealer service will provide the dealer with window trims, 
electros for use in his newspaper and circular advertising, 
lantern slides, booklets and circulars, and form letters which 
he may have multigraphed to send to his trade.” 





The Scholl Manufacturing Company Salesmen 


Therefore. the keynote of our campaign will be ‘Co-opera- 
tion.’ 

“Give the shoe dealer,’’ continued Dr. Scholl, “‘such infor- 
mation as will, in addition to permitting him to more readily 
fit his customers, enable him to correct their foot troubles 
and show them how to prevent their recurrence. Do this 
and your dealer will stand head and shoulders above his 
competitors. 

“Through the Scholl course in Practipedics, the science of 
foot comfort, this essential information is extended to the 
dealer and his clerks, increasing their earning power by 
developing their sales ability. 

“For 1919,” said Dr. Scholl, “we have prepared a most 
comprehensive advertising campaign, which through the use 


In conclusion, Dr. Scholl stated that while 1918 had been a 
banner year for the house, he confidently expected that it 
would be overshadowed by 1919. ‘‘For,” said he, “the dealer 
who avails himself of the service we offer will build prestige 
along with business, and so attract the best trade of his 
community.” 

D. W. Landon, treasurer of the company, spoke on “‘Sales- 
manship and Its Relation to Trade.”” He emphasized the 
importance of salesmen impressing on their customers the 
fact that the Scholl line is so complete it is unnecessary to 
stock up with a variety of other lines. 


Other speakers and a general discussion followed Mr. 
Landon’s address. 











At the St. Louis Convention 
of the N.S. R. A. 

This display was ac- 
companied by a movie 
show entitled “A Com- 
mon Occurrence,” tell- 
ing the story of a woman 
suffering from ‘fallen 
arches. After allowing 
the trouble to continue 
for some time, she sought 
refuge in the arch sup- 
ports of the Scholl Manu- 
facture, which corrected 
the trouble. This plan 
was gotten out by the 
Atlas Educational Film 
Company. Retail mer- 
chants who wish may 
make arrangements with 
the company for its use. 
The color scheme 
adopted was yellow and 
blue, with artistic floral 
effects. 
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GROWTH OF THE REPAIR DEPARTMENT 
(Concluded from page 85) 


many good ways in which this can be done. The newspapers 
are effective and you can probably reach more people this 
way at a given price than you can any other way. 

Package inserts are good, and you are assured that every 
one of the inserts will reach the home of your customers. 
But the objection to this method is that you do not widen 
your sphere of patrons; you are making an appeal for addi- 
tional business to people who already trade with you. 

Taking it all in all, the newspaper advertisement is the most 
effective, and as stated before, it is often possible to attract a 
patron to your store through the repair department. 


To Recapitulate; you Want 


(1) Experienced, factory trained shoemakers. 
(2) Modern equipment. 
(3) Quality leathers and materials. 


t A shoemaker who can do a neat job of putting new coun- 
ters in a shoe, or new toe-boxes; one who can turn out a 
first-class job of cutting a shoe down at the top, or putting 
in a ““V” successfully and to the customers entire satisfac- 
tion is bound to popularize your repair shop with the people 
in your vicinity. Women have gotten into the habit lately 
of having heels changed on their shoes. 

Can your shop turn out a good job of this kind? Unless 
you can, you are overlooking a big opportunity. For a good 
shoemaker will do this kind of work so well, that you will 
be advertised by the people you deal with. 


The Right Sort of Equipment 


Your equipment must be right to enable you to make 
money in the shop. Many valuable minutes are saved by 
the new devices with which you are all familiar, and who 
will deny that a machine stitched sole and the machine edge 
and heel finish is superior to the old-fashioned hand method? 


And as far as materials go, get the best and charge accord. 
ingly. It is poor business to put in a dollar’s worth of labor 
on a nickel’s worth of materials for the results are sure to 
be compatible with the quality of the goods. We have found 
that it is no trouble to secure a price for our repairing that 
is adequate and that justifies us in using the best of leathers 
and findings. 

Results count—always—and if your customers get good 
results from your work they entertain kindly feelings toward 
your store, and as we all know good-will is the most valuable 
asset we have. ; 

Here’s my idea of doing things ‘taken from a western 
newspaper). 

‘Plan to do more than you can, then do it. 
Bite off more than you can chew, then chew it. 
Hitch your wagon to a star, keep your seat 


9 
. 


And there you are 





“Shoe Peg Meigs’’ 


Ever hear the old story of ‘““Shoe Peg Meigs?” Very likely 
not. It’s worth hearing, because it has its bearing on these 
days. 

Meigs was an old-time Yankee, one of those slick, 
narrow fellows, who was always ready to skin the other 
fellow in a trade. Meigs slipped out of town meeting one 
night to feed his horse, and slipped back again. When the 
other farmers got out they found a peck of shoe pegs in the 
feed bag of Meig’s horse, and one farmer missed a peck of 
shoe pegs from the bag beneath his seat. The old ‘“‘hoss’”’ 
refused to eat the shoe pegs and conceal the evidence. So 
they called him “Shoe Peg Meigs.” 

The name stuck tight. The only way he could escape it 
was to leave town. ; 

The moral is this: In merchandising to-day, guard against 
sharp trading that begets an evil name. It will drive you 
out of business. 








At the St. Louis Convention 
of the N.S. R. A. 

The Ajusto Boot Leg 
Forms, the product of 
the factory of the United 
States Specialty Manu- 
facturing Company, 
Pittsburgh, Kan., were 
attractively displayed in 
this booth, which was 
draped with the National 
colors. There was also 
a fine display of Venus 
Arch Supports and Re- 
Nu cleaners. A demon- 
stration of the Ajusto 
Boot Legs was given to 
visitors by E. S. Andrea. 
The Venus Arch Support 
Company of Chicago 
demonstrated the Venus 
Arch Supports and Re- 
Nu Cleaners. R. Han- 
sen, assisted by a woman 
demonstrator, officiated. 











ra 
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this time of the year by devoting his windows to 

attractive trims in the way of clearance sales. Two 
windows and a case were noticed in a tour of the Boston 
shopping district which are shown on this page. 


. CLEVER window dresser may surely accomplish much 
—— 






Attractive Window Cards 






Cards were attractively arranged and called attention to 
“Our Re-adjustment Sales.” For instance, one read, “In- 
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greased Prices—Merchandise for next Spring was purchased 
at the highest war costs, and will be reflected in INCREASED 
PRICES for the coming season. Our Re-Adjustmeni Values 
offer you real savings.” Another one read, “SHOES—FOR 
THE WHOLE FAMILY made in all leathers. This nature 











Clever Windows for Re-Adjustment Sale 


These Windows Attracted Much Attention and Sold Many Pairs of Shoes 





shaped shoe meets the crying need of thousands of tortured 
feet, with pinched toes and bent bones. Room for five 
toes.” Another read, “MERCHANDISING SHOES—To 
do this successfully requires that the discontinued styles and 
broken lots be turned into cash each season regardless of 
price. Our necessary loss is your gain.’ Another read, 
“Our Re-Adjustment Sale is your opportunity to obtain good 
footwear at less than the advanced market price. Compare 
our prices.” And another read, “COMFORT—Service— 
Style—Fit—Embody all of those basic qualities to the 
highest possible degree. Quality shoes are the cheapest in 
the end.” 

One of the windows was devoted to men’s goods, one to 
women’s. In each window there was a clever arrangement of 
shoe findings of polishes, laces, daubers, hosiery, boudoir 
slippers and comfy slippers. 7 


In the Men’s Window 


In the men’s window each shoe was marked clearly with 
the price and told its own story. One of these signs read as 
follows: ‘“‘Standard values—High quality men’s first grade 
shoes—Best material and workmanship—Prices $10.00 to 
$12.00.” 

On a neatly arranged card by the side of another shoe was 
marked: ‘“‘Medium quality—Men’s high grade shoes—Good 
values and style—Prices $7.00 to $9.90.” 

Another card read—‘‘Good quality men’s medium grade 
shoes—Serviceable and practicable—Prices $4.90 to $6.90.”” 

In this window there was miscellaneous merchandise— 
such as slippers, rubbers, arctics, rubber boots, tennis shoes 
and canvas shoes. These were cleverly marked “Prices $1.50 
to $7.90.” Extra attention was attracted by writing on the 
card the words, “Hello, Bill.’’ 

On one shoe was marked “This grade, $5.90." On 
another “This grade, $6.90.” 

Skates were arranged beside a pair of heavy shoes marked, 
“Closing them out—$1.50.” 

Beside a pair of sheepskin shoes was a card, ‘‘Wear sheep- 
skin shoes—$1.85.” 

Beside brush and dauber was marked, “This brush -and 
dauber 50c.’’ Beside another, “This brush and dauber 35c.” 

Another card read, “‘Super-quality Rubbers—No. 1—Extra 
high quality of material throughout. No. 2—Leather on 
heel prevents the heel of shoe punching through. No. 3— 
The red rubber in the heel and sole is extra tough for hard 
service. No. 4—Super-fine rubber shoe $1.50. No. 5—It 
pays to buy the best.” 
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In the Women’s Window 


In the women’s window a sign was displayed reading, 
“Standard values—High quality of women’s first grade shoes 
—Best materials and workmanship. Price $9.00 to $12.00.” 

Another sign beside a shoe read, “Medium quality— 
Women’s high grade shoes—Good Values and with this 
price—$8.90.” : 

Another sign read, ““Good Quality Women’s medium grade 
shoes—Serviceable and practicable—Prices $4.00 to $5.90.” 

Between two gray kid tops with black vamps, medium heel 
shoes, a sign read, ““This grade $6.90.” 

Beside a handsome brown leather vamp and leather 
upper a sign read, “This grade $6.90.” 

Beside a handsome light brown shoe the sign read, “‘Brown 
vamp and cloth upper—$4.90—Ask for No. 1519. 

On a black shoe for a woman with low heel the card read, 
“*$4.90—Ask for Number 1014. 

High brown shoes of kid or Dongola were displayed with 
card reading, ““$7.90—Ask for Number 7005.” 

Beside these boots was a dear little pair of lavender slippers 
for children. A pair of wool soles was marked, “Going at 

Boys’ storm shoes were displayed, the sign reading, “‘Boys’ 
storm boots—sizes 11-13'4—$3.90. Sizes 1-6—$4.90.” 

There was a lower display case underneath each window in 





PDAS ET Aa 


which were displayed children’s shoes in black and brown, 
polishes and other findings. 

Little red comfy slippers with an appropriate design on 
same were displayed. Also gymnasium shoes marked, “‘$2.00: 
with Elk Soles.” 


Windows Told Complete Story 


At the top on either side, a swinging panel announced, 
‘‘Re-Adjustment Sale—New conditions make it necessary 
for us to re-adjust our stock from a war time to a peace basis. 
to meet’ the reconstruction period. We desire to free our 
shelves of these discontinued lines and make room for new 
Spring merchandise. Most -of these shoes were bought 
before the high war prices and it offers you an exceptional 
opportunity to buy quality shoes at economy prices. Some 
sizes are missing but altogether a complete assortment.” 
This panel was very prominently displayed. 

On another big sign it read, ““Our Re-Adjustment sales your 
opportunity to obtain good footwear at less than the advance 
market prices—Compare our prices.” 

In other words, these windows cleverly told the story of 
the Re-Adjustment Sale. 

The windows drew large crowds and the sale made a good 
volume of business and incidentally large profits for Willson’s 
Shoe Shop. 
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Small Bows 


The Bow the Trade is Calling 
for 


Made of Ribbon or Leather 
—Tailored or Fancy Styles 


All Colors—Sizes—Qualities 


Buckles 


Leather Covered and Metal 
Buckles in all the season’s 
wanted colors. 


IMPORTED STEEL 


We have just received an at- 
tractive line ranging in price 
from $2.00 to $5.00 a pair. Other 
styles in stock from $1.50 a 
pair up. 


Laces 


Tubular, Round, Oxford 
All Colors—All Lengths 
Send us your order today and 


convince yourself of 
the good values. 


C. A. Browning 
Company 
30 Franklin St. 
BOSTON - MASS. 























HE GREAT 4 
HE GREAT | |THE ADVANTAGES 
\ MERCHANTS & 
DISPLAY MEN 
~ “The Guide to Better 2) 
Window Displays’’ 


[ELUSTRATED in colors, showing window 
display materials never before offered. P ° 

~ This edition is just off the press and is erfection 

full of new ideas for Spring 1919. The most ; 


complete catalogue we have ever compiled. 
It lists the finest line of 


_ 
ARTIFICIAL FLOWERS AND Circlettes 
WICKER DISPLAY FIXTURES 
ever designed. It is, the three months’ work ; 
of display experts. New ideas in floral de- 

signs, background screens, window furniture 

and wicker fixtures. All fully illustrated and 

priced astonishingly low. No merchant nor 


display man should fail to secure his copy. 
It is FREE. 


° With the Sharp Shoulder and Broad Wear- 
Thi, Valuable FR EE or 


Just your name and address on your business stationery They don’t wear slippery 
They don’t drop out The do prevent runover heel 


will bring your copy prepaid... You 
are under no obligation whatsoever SEND NOW PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


THE ADLER-JONES CO. | | & W. Whitcher Co., Bi”, 


333 So. Market St. Chicago 





They don’t scratch floors They do protect 
They do stop uneven wear 






































Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, Jan. 25, 1919 


Service and Equipment 


Their Part in the After-the-War Program of the Shoe Trade Discussed 
on the Major Scale 


(By THE SERVICE SPECIALIST) 


chief essentials of our business—SERVICE AND 
EQUIPMENT—and their part in the after-the-war 
program for the development of shoe merchandising. : 
“The chief essentials, I repeat. I emphasize it to those 
merchants who declare—‘Why! Shoes are the chief essential 
of my store.’ But it is not so. Service and equipment are 
the chief essentials. If you have service, real service, and 
equipment, you can sell in your store anything from potatoes 
to flivver flying machines. Thereby, in possessing service 
and equipment as a bed rock foundation of your prosperity 
you have something on which to rely in case anything goes 
wrong with your shoe trade. 


( : ENTLEMEN Shoe Merchants! Let us consider the 


The Million Dollar Shoe Store 


“Our shoe business is being centralized, and specialized. 
One third of our shoes, or 100,000,000 pairs, are sold in 25 
big cities of the country. New York city alone sells 30,000,000 
pairs of shoes a year. That’s one tenth of our shoes. The 
million dollar shoe store is here. Nearly every big city has 
one. 

‘““Volume of business like this, it is plain, is built up largely 
on service and equipment. The mass of shoppers flock to 
the big city stores, because they get the best service there. 
And the best equipment is as necessary to the best’ store 
service, as is the best engine to the best automobile. Shoes 
like those sold in big city stores might be obtained by shoppers 


in small cities and even in towns, or perhaps even from the 
mail order houses. But they cannot get the same service. 
They cannot see so many shoes displayed, cannot hear as 
many opinions and as much information, and cannot get 
that spirit of satisfaction in the small city store as they can 
in the big city establishment. 


The $10,000,000 Store Through Service 


“After the war, there will be further centralizing of the 
merchandising of shoes in big cities. Business in America 
can be handled best and cheapest when it is handled in 
volume. By 1925, we will have the $10,000,000 store in the 
big cities, and the million dollar store will be common in 
the smaller cities. These bigger stores will grow, not solely 
because of the increase in the production of shoes, but 
through the development of the store service, and, par- 
ticularly, through the improvement in the equipment of the 
store that is absolutely essential to the handling of business. 
in large volume. 

““*What is this improvement in equipment?’ The only 
real answer to this question is the catalog of the equipment 
house. ‘My store has been revolutionized in ten years,’ 
remarked a young merchant. ‘If my old boss were to come 
back, he would be lost in his store these days.’ That re- 
mark, picked from the flotsam of trade talk, shows truly 
how the current is running strong and true towards the 
improvement in store service and store equipment.” 











At the St Louis Convention 
of the N.S. R. A. 


The Wizard Foot Ap- 
pliance Company of St. 
Louis displayed their 
Wizard Adjustable Foot 
Appliances—the all- 
leather kind—which re- 
lieve foot troubles imme- 
diately by means of the 
overlapping pockets and 
soft, pliable, inserts 
which may be adjusted 
to any foot and any con- 
dition. The booth was 
trimmed with the Na- 
tional colors and festoons 
of flowers, with the Wiz- 
ard Sign prominently 
displayed. A demon- 
stration of the Foot Ap- 
pliance is now going on 
before a group of inter- 
ested retail merchants. 
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THE ‘“‘STEP-RITE” 
| SPRING ARCH SUPPORT 


| 
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A BEST SELLER 


— 


THE E-Z WALK LINE 


The Step Right is one of the most 
popular numbers we put out. 


Constructed of two springs of German silver, 
resilient and easy to wear, light in weight and 
having combined our Hygienic Heel cushion 
pad— it is a sure relief for “tired feet’ almost 
always due to fallen arch. 


The Price—$16.50 per doz. Pairs. 


The E-Z Walk Mfg. Co. 


62-70 West 14th Street 
NEW YORK CITY 














NEW YORK 


35 Ww 





Make Buyers Out of Passersby 


Attractive display fixtures will help you to 
boost your sales and increase your profits. 
Hugh Lyons fixtures are built to make 
window displays distinctive—to make buyers 
out of passersby. ; 

Selection of the right fixtures and forms is 
made easy with Hugh Lyons catalogs which 
will be sent you upon request. 


HUGH LYONS & COMPANY 
0-0. 0 2a 10 A 2-9 O10 bs ee @) ee 7-69-98 2-9-2 


LANSING - MICHIGAN 
SALESROOM CHICAC( 
234 S. FRANKL 


SALESR 


32nd STREET 
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Wetherby Kayser Shoe Co., Los Angeles, Calif. | 


An Inviting Corner! 


Beauty of design in your shoe 
chairs and fitting stools has a con- 
siderable effect upon the purchas- 
ing intent of the customer. 


Bodily comfort is also important 
for it means a contented mind, 
which in turn makes the sale an 
easier and more satisfactory one. 


Write us for our interesting calalog 
and other information 


AMERICAN SEATING (]OMBANY 


1016 LYTTON BLDG. CHICAGO, ILL. 


How many troubled 
Feet come into your 
Store daily? 


Every hour you can make foot 


- No. 273 





























tional View, arch sales at a generous profit 
Shewine How, if you carry the NATHAN arch 
ORWARD support. Its flexible—cush- 
Arch is ioned, no metal construction 
Raised means support to weakened 
3 arches and constant comfort to 
Side View, & the wearer. Study this illus- 
Fs mer’ 5-80 tration. Our 10 day free dem- 
MAIN S3x8 onstration plan is a wonderful 
Arch is 252 saleshelp. Write us about it— 
Raised 4 By - today. 
oe 
foe 2 NATHAN ANKLET 
BUSS SUPPORT CO. 
Zi 





88 Reade Sc, N. Y. C. 


PTTTITI ibe 


Trade-marks in Foreign 
Countries 


Realize the Importance of Protecting your Foreign Trade 
aa the South American Countries and also in Europe, 


Cavuee Veswee Coustiies ewasd onshevive teodeceud sight 0 
trade mark pplicant, irrespective of prior use 
o. Thi tee Gucss af ccluhie’ Tendo-avche bs cach 
4 Reouqier maintains « Patent and Trade-merk 
for 8 eee ee be ll Fe 

the States. Address all Inquiries to 

Patent and Trade-mark Department, 207 South St., Boston, Mass. 
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Super-Cobblers of the Navy 


Work Late at Night to Assure Great Lakes Men Dry Feet---Seventy Kept Busy 


eyes to bulging and his head to whirling. In the shoe 

shop at the main station of the Great Lakes Naval 
Training Station between 300 and 500 pairs of shoes are re- 
paired each day, the figures reaching far above the 500 mark 
on some days. ‘ 

With a branch shop in Camp Dewey in which twenty 
“gob” cobblers are kept busy mending their ‘‘gob” brothers’ 
shoes, the main shoe shop with its fifty odd shoemakers does 
a business which would be a “mint” in civil life. Between 
the two shops the worn footgear of more than thirty thousand 
officers and sailors is converted into new shoes. There are no 
signs,*‘‘Done While U Wait,’”’ but the shoe shop is ready at 
any time to turn out work on short notice. Modern shoe 
repairing machinery enables the shop, which is under the 
supervision of the athletic office, with Chief Yeoman Carl 
Helberg in charge and Sailor M. Moore as manager, to turn 
out the mended shoe; promptly. 

Most of the cobblers had shoe repair shops of their own 
prior to enlisting in Uncle Sam’s Navy, many of them coming 
from Chicago, and as in their work in civil life their duties 
at the naval training station are not restricted to masculine 


ose ought to be quite sufficient to set any cobbler’s 


footgear alone. Now and then a dainty number three or four 
belonging to a member of the fair sex comes into their hands. 
Many of the nurses of the hospital and other woman workers 
at the station rely on the ‘‘gobs’’ to do all of their shoe 
repairing. 

As in any modern repair shop there is an up-to-date check- 
ing system by which the right shoes are returned to their 
owners. A large force is busy attending to the checking 
system. 

More than five and one-quarter million articles of clothing 
and equipment were reclaimed and returned to stock for 
reissue by the salvage division at the various camps and 
cantonments in the United States during the month of 
November, according to a report just secured from the office 
of the Director of Purchase and Storage of the War Depart- 
ment. 

Included in the list were 523,058 pairs of shoes, which are 
one of the principal features of the reclamation work. Sev- 
eral million pairs of shoes have been reclaimed and reissued 
since the work of the salvage division was first inaugurated, 
and through its efforts an exceedingly great sum of money 
has been saved the Government. 








At the St. Louis Con- 

vention of the Nation- 

al Shoe Retailers’ 
Association 


The American Gaiter 
Company of Brooklyn, 
displayed its De Luxe 
Spats in all the popular 
shades. A _ feature of 
the booth was a large 
gaiter. The decorations 
were very attractive— 
the National colors were 
displayed and leather 
skins. A. L. Praeger 
was in charge of the 
exhibit. ° 




















In Skins and Leather as 

Compiled by the Bureau 

of Foreign and Domestic 
Commerce 


Our National 





Business 











IMPORTS 


November 


Eleven Months Ended November 
1917 1918 1916 1917 1918 


Hides and Skins: 


Horse, colt and ass.................. 
Kangaroo and wallaby............... 
Sheep 

All other (except fur skins)........... 


Leather and Tanned Skins: 
Goat (tanned for morocco) 
Patent, .jjapanned, varnished or 
enameled 


Upper, Dressed: 
Calf and kip 
Goat and kid 
Sheep and lamb 
Other upper 


Total upper 
Boots and Shoes 


Hides and Skins: 


Grain and split 
Kid 

All other upper 
All other leather 


Boots and Shoes: 


BOGE, 6 6. 4d2 00. c0eteinsed eee 
MC. «cag bad oue.n cea ae 
GIN Wi. o:c ccuaie $2 oe daltauee 


*Beginning July 1 


118,460 
630,335 
6,479,356 
1,597,914 
89,116 
8,459 
998,570 
102,609 


201,925 
42,121 
20,026 
17,291 


281,363 
31,908 


27,041 
138,206 


105,550 
270,797 


741,494 
2,258,413 


518,973 
332,353 
4,152,649 
1,929,308 
895,452 


424,527 
929,917 
525,413 


5,695,857 
30,488 


6,360 
7,962 
5,076,685 
2,217,264 
46,937 


1,985,508 
9,402,875 
13,910 
3,788 


17,140 


33,860 
110 


16,160 


EXPORTS 


31,817 


35,120 


522,068 
941,188 


1,089,325 
277,644 
1,231,535 
1,067,226 
344,334 


3,588,691 
17,105.879 
79,541,195 
31,974,155 

2,889,489 

641,174 
20,273,219 
1,979,330 


157,993,132 


6,801,050 


45,037 
1,916,861 


932,359 
953,674 
686,450 
208,188 


2,780,671 
180,555 


571,809 
2,324,460 
34,401 
407,805 


3,338,475 
6,048,697 
31,982,491 
6,628,822 
22,823,482 
11,349,752 
6,631,564 





1,236,835 
56,121 
377,534 


27,006,737 
9,878,165 
2,579,372 





2,470,490 
24,748 


98 


39,464,274 
325,074 


6,049,315 
11,252,943 
96,594,833 
50,133,633 

4,910,605 

523,696 
27,479,805 
2,831,505 


199,776,335 


4,088,468 


78,144 
3,370,591 


1,414,969 
829,722 
924,000 
176,792 


3,345,483 
293,882 


529,854 
188,166 

807 
482,640 


2,894,897 


5,235,202 
19,858,913 


6,479,604 
609,728* 
21,963,904 
9,100,592 
4,342,559 


17,822,272 
10,067,390 
3,523,940 


31,413,602 
294,909 


1,547,268 
2,833,141 
46,054,521 
30,122,744 
679,859 
659,591 
16,326,808 
2,134,795 


100,408,727 


327,952 


179,665 
1,782,192 


859,157 
266,945 
174,369 
283,615 


1,584,086 
351,576 


866,899 
652,000 

13,864 
190,971 


1,723,734 


3,853,983 
13,452,804 


7,197,146 
1,691,736 
8,261,890 
7,495,819 
3,744,115 


16,778,851 
8,834,354 
3,809,108 


29,422,313 
12,808 
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al SELLING YOUR CUSTOMER 
SATISFACTION 


WHEN you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 
customer for these Cream Dressings for 
home use will keep footwear in excellent 
condition at very small cost—and* very 
little trouble. : 


Feature these two . T 
Cream Dressings—the pR ody IN 
Griffin quality and kT ata 
Griffin reputation is | lOtioncReAM 
behind them. 











Sell your customer 
satisfaction 











GLACE KID CREAM 
For cleaning, polishing and 
glazed kid leathers. It 
ing. It is to the lea 


LOTION CREAM 
In white, black, light tan and 
dark brown. It softens, cleans 
and i Contai 


69 MURRAY ST. 
NEW YORK, U.S.A. 























R. H. Whitelock 
Says: 


“Since I took the Wizard 
Course, my shoe sales have in- 
creased 50 per cent, to say 
nothing of my sales of appli- 
ances. 


“T have a great many customers 
wearing Wizards, every one re- 
lieved of foot trouble. In most 
cases they bought shoes too. 


*“*A lady came in on crutches she 
used for six months. I fitted 
her with an Arch Builder and 
Callous Remover on trial, and 
gave her ten cents for return 
postage if she sent them back. 
She came back without crutches, 
walking, returned me the ten 
cents and paid me for the 
‘Wizards’. 

‘Many customers come in and 
ask for Wizards who never 
heard of them until they saw 
the ad in the Saturday Evening 
Post.” 


Shoe Salesman 
Increases His 


Shoe Sales 50% 


What Mr. Whitelock, with the Weiler Shoe Co., 
of Portland, Ind., did, may be done by any 
progressive salesman. He is one of hundreds 
of men who have made foot experts of them- 
selves through our course in orthopraxy of the 
foot, and thereby made themselves better shoe 


salesmen. 


The efficient service which Mr. Whitelock rendered 
was so noteworthy, and a Wizard window display, 
designed by Mr. Moss, the advertising manager, at- 
tracted so much favorable attention in this town of 
5,000 inhabitants, that a local editor devoted a part of 
his front page to a “write up” of the service and win- 
dow—the best sort of advertising, that can’t be bought 
at any price. It started the entire town to talking 
about Weiler’s and “Wizards.” All this illustrates 
what may be accomplished by properly preparing to 
render service, then connecting up the local advertising 
and window display with our extensive national 


advertising. 


Ask about our Free Orthopraxic Course, and also about 
our “‘ad-within-ad” local sales plan. 


Wizard Foot Appliance Co., 
1663 Locust St., St. Louis, Mo. 


All-leather—no metal—feather-light 
patented overlapping pockets 
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has a meaning. 





The inner circle represents the unity of 
credit action of the concerns who con- 
sult our Credit Department. 


(Oa 







The outer circle represents our Credit 
Department that surrounds its members 
with the protection of the current credit 
information constantly coming to this 
center. 









UL 





The Credit Clearing House 


*‘*‘Builder of Better Credits’’ 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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(OESANS 
(TOE-SANdals for Modern Footwear) 


The Molded heel strap is strong 
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and elastic IN STOCK 
Order of your jobber or 956 Whi ER emi Hane eet: << oki 









write us direct 


BATTERMAN RUBBER CO. 
Boston 


855 White Kid Oxford, Erma, White Heel - - = 6.25 
356 White Canvas Oxford, | neg A Wood Heel <- 4.75 
355 White Canvas Mag » Erma, White Lea. Heel = 
056 Black Kid Oxford Fonda, Cuban Heel ---e 

556 Brown Kid Oxferd, Fonds, Cuban Heal - =" 660 
156 Coco Russia Oxford, Fonda, Cuban Heel <- < 5.75 


Upham Bros. Shoe Co. 
STOUGHTON, MASS. 











West Meme St. Chicago, I 
326 it Monroe ‘o, Til. 
Wm. Sumner Sasith, Mae: 
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Like Tempered Steel 


Y a process exclusively Firestone this line of 
Footwear is Ziven a “tensile” strength as of 
tempered steel—tough and durable, but yieldin3, 

and comfortable, making a friend of every buyer. 


Firestone has proved new possibilities of Specialized 
service in the field. 


Tell your customers that they must wear a Firestone 
Rubber Boot or Shoe to know how much can be done 
to keep dry, warm and comfortable no matter how or 


where they work. 


If you have not yet Zotten in touch with the Firestone 
man, do so before ordering. He can supply you 
promptly from sample stocks. 


FIRESTONE TIRE & RUBBER CO. 


FIRESTONE PARK AKRON, OHIO 


Rubber 
= @ Footwear 
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Brockton 


SHOE PRICES TO BE 
MAINTAINED 


No Reduction Possible Under 
Conditions 


Brockton manufacturers are em- 
phatic in their statements that nothing 
in the way of lower prices is in sight or 
will be possible to see during the next 
few months. With best grades of tan 
Russia calf selling at from 73 to 75 
cents a foot, and corresponding grades 
of kid at from 95 cents to $1, with 
other stock in proportion, manufacturers 
are facing higher costs in shoe produc- 
tion for next season than ever before. 
This is saying nothing of labor costs, 
which are mounting to new heights. 
Shoe buyers who are postponing pur- 
chases or are considering such action, 
manufacturers say, are handicapping 
themselves regarding deliveries of goods. 
There will be an extensive demand from 
consumers for good shoes such as are 
made in Brockton and shoe merchants 
must be prepared to pay corresponding 
prices. This is absolutely a straight 
proposition and one which shoe mer- 
chants must consider seriously in their 
purchases in next season’s goods. 


LAST COMPANY REORGANIZED 
New Officials of Old Concern 


The Mawhinney Last Company of 
this city, one of the old established con- 
cerns in its line, have affected a reorgani- 
zation in its ownership and manage- 
ment. The officers are: president, 
Paul A. Jones; vice-president, Walter 
A. Brown; treasurer, Louis B. Weston. 
Charles H. Shannon, for many years 
president of the company, will retire, 
his interest having been purchased by 
the new owners. President Jones, who 
has had many years’ connection with 
last making, will have general manage- 
ment of the business. Vice-President 
Brown, who has sold lasts for many 
years, will take charge of the selling end. 
Treasurer Weston, who has had 30 
years’ experience as a model maker, will 
have charge of that department. 


Men’s and Women’s Lasts 


The Mawhinney Last Company, 
which has been heretofore identified al- 
most exclusively with the manufacture 
of men’s lasts, will develop the produc- 
tion of women’s lasts. President Jones 
looks for a large increase in the output 
of women’s welt footwear in Brockton 
and vicinity. In this connection, it is 
of interest to note that the concern in- 
tends to extend its operations into for- 
eign countries, furthering the work 


which has already been done in the past 
few years along that line. 


ENLARGE WOMEN’S SHOE 
PRODUCTION 
Local Concern States Plans 

George E. Keith Company, large 
manufacturers of men’s and women’s 
shoes, are making plans to increase the 
output of women’s footwear at the 
Number 1, Brockton plant. .This added 
production is to be exclusively women’s 
high grade footwear, providing labor 
costs can be arranged with local unions. 


Members of Local Trade Going Over 
On a Business Visit to 
Europe 


Eldon B. Keith of George E. Keith 
Company, sails January 25, by steam- 
ship Lapland, for Europe as a member 
of the employers’ commission to study 
labor conditions and governmental con- 
ditions in Europe. He will be absent 
several months. A member of the local 
trade sailing on the Lapland, as one of 
the “Boot and Shoe Recorder’s” busi- 
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ness survey party is Perley E. Barbour 
of the Brockton Rand Company. The 
concern of which Mr. Barbour is a mem- 
ber has extensive foreign interests. It 
is his intention, through this trip, to 
increase the foreign sale of the com- 
pany’s product. 


CHOSEN A VICE-PRESIDENT 


By National Manufacturers’ 
Association 


At the annual meeting of the National 
Boot and Shoe Manufacturers’ Associa- 
tion, held in New York on January 15, 
Frank S. Farnum, president of Churchill 
& Alden Co. of this city, was chosen a 
vice-president for the ensuing year. 
Mr. Farnum is well known as a promi- 
nent and successful member of the local 
trade. Brockton is honored in the selec- 
tion of this energetic young shoe manu- 
facturer by the National Association, 
as one of its vice-presidents for 1919. 
Brockton is represented on the execu- 
tive committee by Oscar C. Davis, of 
George E. Keith Company; C. Chester 
Eaton, of Chas. A. Eaton Company; 
and George Peabody, of E. E. Taylor 
Company. 


Haverhill 


PRESENTATIONS TO SHOE MEN 


Manufacturers Remembered by 
Associates 

Messrs. George W. Dobbins of 
Witherell & .Dobbins Co., and Harlan 
F. Hussey of Ellis & Hussey, who will 
represent Haverhill on the Boot and 
Shoe Recorder’s European business sur- 
vey trip, were substantially remembered 
by their business associates, previous to 
their departure. Mr. Hussey was pre- 
sented with a beautiful set of sleeve 
links and a classy cane. Mr. Dobbins 
was remembered by fellow directors of 
his organization with a cane of artistic 
design. Both left Haverhill with the 
best wishes of their numerous friends 
in the trade here, for the success of their 


- foreign journey and a safe return to 


Haverhill. - 


LOVING CUP FOR SHOE MEN 


Presentation to Members of Local 
Concerns 

At the annual meeting and dinner of 
the Haverhill Shoe Manufacturers’ Asso- 
ciation, President George W. Dobbins 
presented, on behalf of the association, 
two loving cups, one to Lurad H. Downs 
of Charles K. Fox, Inc., and another to 
Herman E. Lewis. These testimonials 
were in recognition of valuable service 
rendered by these gentlemen on the 


national committee of the shoe and 
leather branch of the War Industries 
Board. Messrs. Downs and Lewis 
served the Haverhill trade during the 
wartime period in a manner which re- 
flected credit upon themselves and 
splendid results to the Haverhill shoe 
manufacturing industry as a whole. 
They prevented, through their efforts, 
any drastic measures on the part of the 
War Industries Board, regarding the 
turn shoe production, thus enabling this 
important feature of the local trade to be 
continued without interruption. 


FOREIGN REPRESENTATIVES 


Shoe Manufacturers After Export 
Trade 


The opening of foreign markets is re- 
ceiving careful attention from numerous 
Haverhill shoe manufacturing concerns. 
Mention was made in this department 
last week of the fact that Emery & 
Marshall Co. engaged a European rep- 
resentative. Another shoe manufac- 
turing house’ which is taking similar 
action is Hilliard & Tabor who have 
engaged a representative to travel in 


’ India with samples of their lines. This 


man is a native of India and well 
informed on trade conditions in that 
country. Inquiries received daily by 
Haverhill concerns prove conclusively 
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FOR DELIVERY AFTER FEBRUARY FIRST 


Number 1920 Pat. Colt Beaded Buckle, A to D, $4.00 

Number 1923 Brown Kid Beaded Buckle, A to D, 4.60 

Number 1927 Mat Kid Beaded Buckle, A to D, 4.00 
Sizes | to 8 


Full Louis Covered 18-8 Heels Four Inch Vamp 


W.T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET - - PHILADELPHIA 
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Style All the While with - 
Utz & Dunn 


that there are many openings for Haver- 
hill-made footwear in all parts of the 
world. 


MANUFACTURERS’ ANNUAL 
ELECTION 


Association Chooses Officers 


At a meeting of the board of directors 
of the Haverhill Shoe Manufacturers’ 
Association, officers were elected for the 
ensuing year’ as follows: President, 
George W. Dobbins of Witherell & Dob- 
bins Co. (re-elected); treasurer, James 
W. T. Whitcomb of J. H. Winchell & 
Co.; clerk, Albert F. Bancroft of Ban- 
croft Walker Co.; secretary, Albert M. 
Child. In speaking of the plans of the 
association, President Dobbins stated 
that it will use all possible influence to 
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THE ROCHESTER MARKET 


Soft Sole Exhibition of J. J. McMaster 


promote friendly relations between 
manufacturers and employees. It is 
the desire of the organization, he said, 
that arbitration be arranged and a uni- 
form expiration of price lists be adopted. 


SHOE MANUFACTURERS 
IN NEW YORK 


At Manufacturers’ Meeting 


L. H. Downs, general manager of 
C. K. Fox, Inc.; Sherman H. Marshall 
of Emery & Marshall Co.; Ed. Rickard 
of Rickard Shoe Co.; and H. E. Lewis 
represented Haverhill at the annual con- 
vention of the National Shoe Manu- 
facturers’ Association at Hotel Astor, 


._ New York. Mr. Downs was chosen as 


one of the vice-presidents of the organi- 
zation for the ensuing year. 


Rochester 


We are showing in this letter some of 
the attractive booths at the Rochester 
Style Show, the success of which is still 
in the Rochester atmosphere. 


As David D. Oster, the president of © 


the R. A. T. S. S. expressed it. ‘The 
thing is only in its infancy, and is due 
to grow into very important propor- 
tions.” There were many women 


buyers at the exhibition, and they came 
from Minneapolis, Syracuse, and other 
cities besides Rochester. From morn- 





ing till night through the entire week, 
buyers and retailers, from all parts of 
the country drifted in, some merely to 
inspect, others there for the more prac- 
tical purpose of buying stock for next 
season. Numerous substantial orders 
were placed—they claim far more than 
at any one show held in Rochester. 


Next Style Show in July 


Already preparations are under way 
for the next show which will come in 





Soft Soles on Display 
George J. Wilson 


H 

3 
July, and the committee on arrange - 
ments has been appointed and is com- 
posed of: Clark Rowley, chairman of 
Sherwood Shoe Company; Chas. Hel- 
mer, Empire Last Works; Eugene Con- 
nor, E. P. Reed & Co.; Frank Rice, 
Utz & Dunn; R. W. Statt, Williams, 
Hoyt & Co.; Ralph Clauser, Wright- 
Peters Company; T. C. Decker, Joy, 
Clark & Nier, Inc.; Roy T. Schneider, 
John Kelley, Inc.; Chas. Clark, C. P. 
Ford & Co.; Wm. Moylan, The Meni- 
han Company. 


A Prediction from a Manu- 
facturer 


“It won’t be much of an Easter parade 
this year so far as footwear is concerned,” 
said one manufacturer. ‘Under our 
agreement with the War Industries 
Board we are still manufacturing in 
only three shades, black, white and 
brown and no shoes we are making are 
more than eight inches in height. 
White is expected to be the correct 
thing for Spring, especially’ white 
pumps and oxfords which will begin to 
be worn as soon as the slush is off of 
the sidewalks. Last season there was 
a sudden demand for white oxfords at 
the close of the season and both retailers 
and manufacturers were caught short 
of them. We expect this demand will 
be made again as soon as the weather 
is warm, and dealers are preparing for 
them.” 
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Busrer Brown SHOES 


(;°0? merchandise will add to the reputa- 

tion of your store. The store with the 
reputation for selling the best shoes for growing 
boys and girls has a valuable asset—which 
insures steady profits. Buster Brown Shoes 
have an enviable reputation. They will help 
you increase your children’s shoe business. It 
pays to.sell shoes with an established reputation. 


Brown Shoe Company, St. Louis, U. S. A. 


Exclusive Manufacturers of White House Shoes for Men—Maxine 
. Shoes for Women—and Buster Brown Shoes for Boys—for Girls 


Salesrooms : 


New York, Chicago, San Francisco and All Principal Cities 
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New York City 


A meeting of the New York Shoe Re- 
tailers’ Association was held January 
21, in the Bush Terminal Building, with 
Mr. H. G. Dougerty, of Wanamaker’s, 
in the chair in the absence of John 
Slater, who is attending a Washington 
conference. 

This meeting was practically the 
annual meeting of the association and 
the program included reports on the 
National Convention, reports from the 
officers and various standing com- 
mittees. In the absence of Mr. Slater, 
his annual report was read by the 
Secretary. This report covered the 
activities of the association during the 
war period, and recounted its work in 
the Liberty Loan, Red Cross and War 
Savings Stamps drives. The association 
in each instance reached more than its 
quota. 

The report was read by. Mr. Hart on 
the work of the St. Louis Convention 
and its relation to local activities. 
Others who spoke on the convention 
were Ben Jacobson and Secretary 
Josephs. 


Resolutions, Letters and a 
Campaign 


A resolution was passed compliment- 
ing the “Boot and Shoe Recorder” and 
Shoe Retailer for their very accurate 
and instructive report of the con- 
vention. 

Letters were read from Secretary of 
Commerce Redfield, on the Industrial 
Service Bureau, of the Department of 
Commerce. Through this Bureau Sec- 
retary Redfield solicited the co-opera- 
tion of the shoe industry. ° 

The association is organizing an 
active campaign against the luxury 
tax and is co-operating with various 
other associations throughout the coun- 
try. It is urged by the association that 
every member write his Senator or 
Congressman at Washington regarding 
the iniquitous character of this legisla- 
tion. 

Extensive Plans for State 
Association 


Extensive plans are being made for 
the organization of a,New York State 
Shoe Retailers’ Association and the 
New York City Association expects to 
take an active part in the organizing 
of this State league. A committee of 
three will be appointed to co-operate 
with the State headquarters at Roches- 
ter, where an organization meeting will 
be held on Sunday, February 3. 

Secretary Arthur Joseph made his 
annual report covering his activities 


in the way of co-operation with mem- 
bers and other associations and tendered 
his legal services gratis to any member 
who may in the future find the neces- 
sity to avail themselves of same. 

Alfred Kahn, treasurer, read his 
annual report and it indicated that the 
association is pretty solidly fixed. 
Among other things he reported that 
there is a net total of $2,500 in the 
treasury and that the organization 
numbers 115 members on its rolls. 
That during the year the association 
has had a loss of only two members by 
resignation and one by death. 


A Tribute to President Slater 

It was recommended by the nomina- 
ting committee that the present officers 
be re-elected. This recommendation 
was unanimously carried and one ballot 
was cast. The resolution was adopted 
favoring a presentation of some token 
to Mr. Slater, in recognition of his very 
efficient work in the interests of the 
association during the perilous war 
period. A committee was appointed to 
purchase this token. The committee 
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included Messrs. Hart, Adelstein, 
Josephs, and Shiverts. An honorary 
membership was conferred on John W. 
Rinn for his very efficient and untiring 
efforts during the Secretary’s enlist- 
ment with American Expeditionary 
Forces. 

Another vote of thanks was tendered 
to Mr. A. W. Shiverts for his work 
during the Secretary’s absence. 


A Membership Drive 


It was the sense of the meeting that 
at this time it would be advisable to 
conduct a membership drive and vari- 
ous measures were suggested for the 
consideration of the Board and Direc- 
tors. This recommendation included a 
mass meeting to be held in February, 
a series of luncheons, a banquet, and a 
grand ball at one of the big hotels. 

Mr. Jacobson spoke at length on the 
proposed State organization and urged 
the members to take an active interest. 
The Secretary urged that local com- 
mittees maintain in some way the inter- 
est of the retailers in the association 
through regular local meetings and local 
functions. It is hoped that with the 
development of these local units the 
general organization will be solidified. 


Boston 


A New Firm—George N. Tougas 
Shoe Company 


Announcement is made of the forma- 
tion of the George N. Tougas Shoe Com- 
pany, wholesale shoe dealers, with main 
offices at 161 Summer Street, Boston, 
Mass. The concern will market their 
own line of men’s and boys’ welts and 
McKays, known as “The Tougas Shoe 
—better than the best.” 

Those comprising the company are 
George N. Tougas, well-known to the 
shoe and rubber manufacturing trades 
of this country as a manufacturer of 
supplies for these industries, who is 
treasurer and secretary of the company; 
Eugene O’Neil, a Brockton, Mass. 
lawyer, prominent in shoe factory activ- 
ities in that town and J. Norton Klein, 
formerly associated with Brockton fac- 
tories as salesman. Mr. O’Neil is vice- 
president of the company and Mr. Klein 
is president. 

A number of salesmen are already on 
the road for the new concern, and every 
indication points towards a_ rapid 
growth and constantly-growing number 
of customers. 

The concern features a sturdy splen- 
did-wearing stylish shoe at attractive 
prices. 


New Shoe Department 
On March 1, 1919, the Beacon Haber- 
dashery will open a new and complete 
department of men’s shoes. The Bea- 
con Haberdashery cordially invites: 
salesmen to show them their lines. 


United States Rubber 
Company 
Consolidates St. Louis Branches 

In order that their customers may 
secure the highest possible type of serv- 
ice, the United States Rubber Com- 
pany have consolidated their St. Louis 
branches. Since December 1, 1918, the 
Geo. W. Perry Branch and the Sanders 
Duck and Rubber Branch, have oper- 
ated as the United States Rubber Com- 
pany, St. Louis Branch, with joint 
offices and salesrooms at 1605-1607 
Washington Avenue, St. Louis, Mo.. 
The consolidated business is under the 
management of John J. Meacham, who 
for the past ten years has been connected 
with the Hamilton, Brown Company. 

Practically the entire selling force of 
both the former concerns representing 
the United States Rubber Company, 
has been retained but a shifting of ter- 
ritories, has in some instances been made 
necessary. 
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R. P. Smith & Sons Company 


Meet 


Represented by the more than fifty 
salesmen of the R. P. Smith & Sons 
Company. These men came from all 
parts of the country, after a most suc- 
cessful season with the big, broad line 
of the company, and were in the proper 
mood to exchange notes and facts and 
prepare themselves for season ahead. 


Talks by Executives 


Harry T. Smith, president; J. P. 
McMannis, secretary, and other officials 
addressed the men, telling them of the 
great possibilities ahead and the pros- 
perous year that the shoe business as a 
whole is in store for. Many of the sales- 
men were called upon for various views 
and opinions. Without a single excep- 
tion every man was elated over the fact 
that they can now sell in addition to 
their present line the complete line of 
J. E. Tilt Shoe Company’s men’s and 
boys’ fine Goodyear welt shoes, as well 
as women’s Goodyear welt street or 













Traveling, Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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walking boots, the exclusive selling of 
which the R. P. Smith & Sons Com- 
pany recently absorbed. The following 
salesmen have all started out for the 
territories with abundant confidence 
and enthusiasm: : 
House and City, E. B. Schmidt; 
Smith, W. L:, Northwestern Iowa; 
Brady, Jas., Southern Illinois; Michels, 
F. J., Washington and Oregon; Smith, 
W. M., Southern Minnesota; Laney, 
G. A., California and New Mexico; 
Smith, T. D., Northern Illinois and 
Southern Wisconsin; Smith, J. O. K., 
Southwestern Iowa; Johnson, J. E., 
Northern Illinois; Schmelz, F. A., 
Northern Michigan and Wisconsin; 
McGrayel, J. A., Southeastern Indiana; 
Marshall, M. G., Georgia; Carr, Harry, 
Missouri; Griffith, J. S., Missouri; 
Neely, C. M., Northern Indiana; Ward, 
L. E., Southern Nebraska and Northern 
Kansas; Doyle, D. F., Twin Cities and 
vicinity; Nehemias, Ed., Alabama and 
Florida; Garman, J. E., Western Ohio; 
Fletcher, J. A., Northern Wisconsin; 
Lederman, Thoe., Milwaukee and vicin- 


Salesmen’s Conference of R. P. Smith & Sons Company 
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ity; Price, R. N., South of 63d St. Chi- 
cago; Lowenthal, S. A., Western part of 
Chicago; Richard, L., Southern Indiana; 
Lodge, W. A., Central Illinois; Kish, H. 
W., Northwestern Iowa; Spero, Mose, 
Northern Nebraska; Nicholl, Robert, Jr., 
Northern Chicago; Evans, O.S., Tennes- 
see; James, F., Eastern. Ohio; Benge, A. 
C., Texas; Goodrich, M. C., Southern 
Michigan; Strantz, H. C., Central In- 
diana; Reilly, J. D., Montana, Idaho; 
Zedick, Dave, City of Chicago; Day, 
F. C., Virginia; Fogarty, J. G., Nor- 
thern Virginia; Caraway, C. M., Okla- 
homa; Waddle, C. M., Arkansas and 
Central Tennessee; Brannon, A. F., 
Northern Carolina; Ertell, A. E., De- 
troit and Eastern Michigan; Bloom, 
Abe, Tennessee and Illinois; Hamill, 
T. M., Western Pennsylvania; Siegrist, 
J., Eastern Mississippi; Boudousque, 
J. V., West Virginia; Caraway, Wm., 
Oklahoma. 


Missed by His Many Friends 
The visiting trade at the Boston Shoe 
Style Show was much grieved to note 
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the absence of James D. Sheridan, 
veteran shoe salesman for the ‘‘Bunker 
Hill” and “Over the Top” Shoes for 


Boys. Mr. Sheridan has for some time 
been confined to his home at Randolph, 
Mass. by a serious illness. Many in- 
quiries were made for Mr. Sheridan at 
the P. Cogan & Son’s Booth. 


Novelty Shoe Company and New 
Salesmen 


The following salesmen were récently 
added to the large increasing staff of 
salesmen that comprise the present sell- 
ing organization of the Novelty Shoe 
Company: .Ralph Wolpe, formerly with 
C. W. Marks Shoe Company, who will 
have Wisconsin as territory; Jack Wal- 
berstein, formerly with Brown Shoe 
Company, who will travel in Michigan; 
S. J. Cohn, formerly buyer of Espen- 
hain’s, Milwaukee, who will travel in 
Iowa; Carl Greenfield, Chicago, and J. 
A. Cohen for the State of Kentucky. 
Dave W. Saifer, secretary, and Ed. 
Weissburg, President of the Novelty 
Shoe Company, have left for an ex- 
tended visit to the Eastern markets. 


Henry Kleine & Co., Salesmen 


Out 


All the salesmen of Henry Kleine & 
Co. have left their Chicago headquarters 
this week for their territories. This 
company announces that present de- 
mand for felt slippers is far beyond 
expectations. ; 
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Sales Force of Val Duttenhofer 
Sons Company 


The sales force of the Val Dutten- 
hofer Sons Company, Cincinnati, met 
at the factory last week and held a 
style-building conference. This com- 
pany is preparing for a large Spring 
selling season. 

The Roster of their sales force, is as 
follows: 

Chas. L. Smith, Cleveland, Ohio, 
Detroit, Michigan, Pittsburgh and Phila- 
delphia, Pa., Columbus, Ohio; Jos. 
Straub, Delaware, Maryland, West 
Virginia, Eastern Pennsylvania, Mariet- 
ta, Ohio; W.H. Thompson, Iowa and 
part of Nebraska; Chas. Osler, Indiana, 
Chicago and Milwaukee; J. C. Rid- 
out, Virginia and North and South 
Carolina; C. C. Robinson, Kentucky, 
Tennessee, Mississippi and part of 
Arkansas; F. L. Sanford, Minnesota, 
North Dakota, South Dakota, Wiscon- 
sin and North Michigan; David Shelton, 
part of Ohio; W. T. Shipley, Alabama, 
Ga. and Fla.; E. E. Evans, Michigan, 
Illinois and Indiana towns; J. L. Fred- 
erick, Northeastern Ohio and Western 
Pennsylvania; E. M. Daniels, Kansas, 
Missouri and State Street, Chicago; 
H. H. Greene, South California, Ari- 
zona, New Mexico and El Paso, Texas; 
Jno. A. Hach, Ohio and Michigan; Ed. 
Kohlman, Louisiana and South Missis- 
sippi; Jesse MacDonald, Cincinnati, 
Ohio, Covington and Newport, Ken- 
tucky; W. T. Moore, Texas, Oklahoma, 
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and part of Arkansas; J. E. Pitts, Cali- 
fornia, Oregon, Washington, Colorado, 
Boulder and Denver; Montana, Butte 
and Missoula; Utah, Odgen, Salt Lake 
City; E. H. Rand, Iowa, Nebraska, Wyo- 
ming, part of Colorado, Oregon, Utah, 
Washington, Montana, Idaho. 


Moorhead Hosiery Salesmen in 
Convention 


The semi-annual convention of the 
Moorhead Knitting Company salesmen 
was one of the best ever held. The 
salesmen were all quartered in the Penn 
Harris, the new million dollar hotel re- 
cently opened, which they were among 
the first to occupy. 

The first meeting of the men was held 
in the recreation room of the Moorhead 
Company, Harrisburg, Pa., on Thursday 
morning, January 2.. The address of 
welcome was delivered by W. C. Alex- 
ander, sales manager. The Kiwanis 
Club of which Mr. Alexander is vice- 
president entertained the salesmen at 
luncheon at the Penn Harris at noon on 
that day. There were one hundred and 
forty-six present at the luncheon. 


Charles A. Phillips, formerly buyer in 
the large shoe department of the George 
Muse Clothing Company, Atlanta, has 
joined the sales force of the Wise, Shaw 
& Feder Co. for the coming season. Mr. 
Phillips will cover Virginia, North and 
South Carolina, Georgia and Florida. 























Ee 2 
A “COAL” RECEPTION 








Speakers at the Boston Shoe Travelers’ Banquet expressed their opinions of the Engineer of the Boston Special which carried 


the delegates to Chicago—Here is what he did—now the Railroad Administrators contemplate increasing fares and excess charges 
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“The E & M Shoe of Quality”’ 


THE BOOT THAT WON THE PLAUDITS OF THE CROWDS AT THE BOSTON STYLE SHOW 
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Dainty creation in Brown 
Kid. A new, fall boot for 
street or dress wear. Turn. 
9 inches high. Carries 
15-8 full Louis heel with 
aluminum plate. Made 
over our No. 71 last. 
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Retails at $10.00 











<< x _——-— -— = = = aes 


Emery & Marshall Company, Haverhill, Mass. 


New York Office, 1008 Marbridge Building, 
Orlando N. Dana ' 
Middle West, J. B. Laughlin Pacific Coast, Larrie H. Sasa 


Southern Representative, Charles L. Marks 
New England Representative, 
W. H. Tucker, 183 Essex Street, Boston 
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The first two or three weeks in Janu- 
ary are normally quiet in the leather 
trade, and such has been the case this 
year, though not, more so than usual, 
because the factors which would tend 
towards a smaller demand than normal 
are offset by others which balance, and 
perhaps over-balance the trade. There 
are many manufacturers who have on 
hand leather bought to be made into 
shoes on Army contracts, and now that 
such contracts are cancelled, these 
manufacturers are well stocked up with 
leather, though perhaps not with the 
kinds of leather suitable to their civilian 
trade. However, being so situated, 


they have much capital tied up in this — 


stock, and, naturally less free capital to 
‘work with. Another deterrent is the 
fairly prevalent idea that prices are 
likely to decline, and while there are 
as good arguments for an advance, 


those who hope for lower prices are - 


holding off entirely, or buying but 
moderately. On the other hand there 
are as many, perhaps more who see in 
the foreign demand such a call for 
leather as will drive prices skyward as 
soon as export facilities are increased. 
There are people so confident of this 
being the case that they are buying 
leather, both sole and upper, and 
storing it until it can be shipped abroad. 
On the whole, there is more rather than 
less trade than normal, and this is 
likely to continue in magnified amount 
as shoe manufacturers come more 
generally into the market. On this 
account prices are firmly held, though 
advances are exceptional rather than 
general. 
SOLE LEATHER 


More Call for Export Than for 
Home Use 


The sale of leather for domestic 


cutting is far less than that for export’ 


abroad, with the call either for offal or 
for the best grades. Prices are strong, 
except in second and third selections, 
which, in some cases can be had at 
concessions, though other houses hold 
firmly for leather of similar grades. 
Heavy. hemlock sides are selling for 


The Le 
Weekly 
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home consumption, while medium and 
light sides are being bought and stored 
until opportunity comes when they can 
be shipped abroad. No. 1 dry hides 
are quoted 47 to 50c; No. 2, 45 to 46c; 
and No. 3, 40 to 42c. Union sole is 
going well in light and medium weights, 
the best cow backs commanding 65 to 
70c. Heavy weights are in small 
supply, and the demand sufficient to 
prevent accumulations. Prices 70 to 
72c. Some choice bends held at 85 to 
86c. Some sales of bends are noted for 
export. Oak sole is in light domestic 
call, but demand improving. Export 
demand, however is heavy, especially 
for bends. Prices of latter range from 
90 to 96c, according to weight and 
tannage. No. 1 backs held at 80 to 
82c, other grades from 75c. Belting 
butts are in but moderate demand, and 
sales are reported at 95c for No. 1, 
though quotations generally are 96c 
for No. 1 and 94c for No. 2. 

Offal has sold to the extent of hun- 
dreds of tons during the last few weeks, 
and as a consequence prices have 
stiffened as stocks diminished. Hem- 
lock bellies are quoted at 15 to 17c. 
Oak bellies 25 to 28c and Union bellies 
20 to 2lc for steers and 16 to 18c for 
cows. Heads are quoted 11 to 12c for 
hemlock, 14 to 15c for union and 16 to 
20c for oak. Double rough oak 
shoulders are held strongly in antici- 
pation of heavy export orders for welt- 
ing quotations ranging from 60 to 64c. 
Union packer shoulders are held at 44 
to 52c. Hemlock shoulders are still 
quoted at 30c. 


UPPER LEATHER 


Demand Constantly Improving for 
the Better Qualities 

Now that the style show is over, the 
conventions concluded and buyers be- 
ginning to leave orders, the upper 
leather market shoe manufacturers are 
paying more attention to the upper 
leather market, and with fine upper 
stock in light supply, and export demand 
good, business is more active, and prices 
higher than a week ago. With raw 
calfskins selling at a premium over 
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Review of Leather 
Supplies and Prices 
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maximum, calf leathers have advanced 
with top grades of black held at 66c, 
and colors 72c. The lower grades are 
in better supply and prices less firm. 
With the calf leathers thus, side leathers 
of fine tannages are in better ca,ll black 
chrome sides selling at 40 to 42c and 
colors 44 to 48c. Full grain colored 
sides held at 50c. There is a fairly 
active export call for side leathers, and 
a considerable increase is expected. 
White side leather sells as offered. 
Waxed splits are quiet, though a good 
foreign demand is expected soon. 
Some call for flexibles, also ooze finish. 
Patent leather is more active in best 
grades than others, with some finishers 
behind in their orders, but low grades 
are uncalled for. 


HIDES 


Quiet Market for all Except Light 
Hides 

The Boston hide market continues 
quiet, with little demand for any but 
light hides. New England and Cana- 
dian hides are fairly plentiful, but these 
are held too high to interest tanners. 
Ohio buffs are offered at 21 and even 
at 204c with no takers, but extremes 
are selling well at 2214 to 23c accord- 
ing to selection. Southerns are in fair 
supply, but offers are not generally ac- 
cepted. Collectors ask 201% to 21i%c 
for best northerns, 1 and 2c less for 
middle and far souths. 

The Chicago calfskin market is 
stronger, with sales reported at 49 and 
50c for packer and city skins, mostly 
advance orders, for February salting. 
Countries are quoted at 44 and 47c. 
These are in advance of maximums. 
New York City skins are quoted $4, $5 
and $6 for February’s, no skins now 
being offered. 

The’ dry hide market is quiet, with 
prices extremely high. More demand 
is noted for export than for domestic 
tanning. No. 1 B. A.’s are quoted 
around 38c, Orinocos 41c, Puerto Ca- 
bellos 34 to 40c, and Central Americans 
3344c. Wet salted hides are selling to 
Europe in South American markets, but 
no sales of importance are reported. - 
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ANNOUNCEMENT 


Outing Shoe Co., Worcester Factories—formerly occupied by Worcester Slipper Company. 
— Devoted exclusively to the Se of Telt footwear. Capacty 7,000 pairs daily. 


The felt footwear that we are producing at our Worcester factories is made over lasts that have no equal for fit and com- 
fort. The famous Dudley process of manufacture is used in the construction of our leather sole slippers giving a finished 
product that is serviceable and profitable for any merchant to handle. 


We also make a complete line of chrome sole moccasins. 
Our salesmen are leaving for their territories the present week with the lines for 1919 and it will pay you to examine 
this line of felt footwear. Write us and we will have our salesmen call. 


OUTING SHOE COMPANY 


530 Atlantic Avenue, Boston, Mass. 
Also Manufacturers of White Canvas Footwear at Haverhill, Mass. 


MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
Every Shoe Store Needs 


a pair of 
“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 











i 


In rough, wet work, last twice as long 


NIPPERS as all-leather shoes. Cost half as much. 
Absolutely motes-atethe Heh, exepeiciagty 
comfortable, warm in winter ver- 
Be: Pa auae tising is rapidly increasing the demand 
im ies Dai wd Croameny Workers, F tory 
airy an’ ‘ac 
tashe on the inside of Workers, etc. We back 
chem. your sales with our 
joney- aranty 
“Manchester” near a © ertig 
matter f 
merchants. 
Ask for dealers’ 
prices 


meio By, 
Dept. 200 


ids 


4 
sie 


Wanted at Once 


for Department Store 
for Cash 


mene ~ Retailers’, or Sur- 
plus Stocks of 


SHOES 


Ne Quantity Too La Short 
Mle Taken 


GLOBE MDSE. CO. Frank W. Whitcher Co. 


a Ind. 
York Office Patentees and Manufacturers 
28 Lispemard Se New York City Branch 
Merchandise of All Kinds Purchased Boston, Mass. s23-s2s W. Lake St. 
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EXPORT OPPORTUNITIES 
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COO Yearn.H Good Shoemak 


OUR MEN’S “BETTER GRADE” 
HOUSE SLIPPERS . 


Will be carried in stock throughout the year 


House Slippers can be sold every month in the year 
IF DISPLAYED 


OPERAS & EVERETTS $1.75 TO $2.75 
ROMEOS $2.00 TO $3.25 
L. B. EVANS’ SON CO., WAKEFIELD, MASS. $3.00 


WANTED TO PURCHASE 











Ta ag 

















TAN VICI 
Stitchdown 





WANTED TO PURCHASE 











GANNON BROTHERS 


110 MIDDLE ABBEY STREET 
DUBLIN, IRELAND 


Resident Buyers, and Manufacturers’ 
Agents in the Wholesale trade, are pre- 
pared to negotiate with United States 
Shoe Manufacturers (or firms in Allied 
trades), with a view to acting as agents 
on Commission for such firms, or being 
appointed Sole Buying Agents in the 
United Kingdom. Big Business Guaran- 
teed. 











MISCELLANEOUS 











UNUSUAL 
SIDE LINE 
OPPORTUNITYj 


We are making twelve hundred 
pair per day, Edmonds’ Improved 
Everyday Shoe, one leather, one 
last, one price. Goodyear welt, 
Genuine full grain calf skin, 
$5.25, stock AA to EE—5 to 12, 
sizes and half sizes. Eighty-five 
cents under market. Several de- 
sirable territories yet open. Wire 
Reservations. Edmonds Shoe 
Company, Burleigh and Weil 
Streets, Milwaukee, Wis. 





w,, 


We Buy for Cash 


Manufacturers’, Jobbers’ and 


NO QUANTITY TOO LARGE 
We also purehase entire stocks 
— —. or manufactur- 

Send of 
pe you hove: for sale. 
s Term Leases 


hort ‘aken 
We pay Highest Cash Value 


VAN PRAAG & CO. 

Shoe Dept., Martin Posner, Manager 

587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 























MISCELLANEOUS 











Highest Cash Prices Paid 
for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 

ire or Phone us 

Correspondence a 
tablished 


GLAUBERG <i co. 
401 maaasel i § New York 


Phone Canal 4119 
We also panes athing. 
hats, furnishing goods, etc. 

















WANTED TO PURCHASE 











WANTED FOR EXPORT 


Slow Sellers 
inthe Stocks 
FOR CASH 


NEW YORK EXPORT 


PURCHASING CORPORATION |. 


515-517 Broadway, New York City, N. Y. 


We quick and pay highest cash price 
dar a ed adele stocks of shoes or 
pm oy 
~~ 
i a 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALEER, Proprietor 


“FISHER” 





Without With 


Shoes from Over. Easily A 
plied, "Ro Repair Department should 
The New Improved 
“E. W.” 
SHOE STRETCHER 











610 Broad Brookly 
"Phone, 2328 furs 

















Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 








: Sheen, asaeve bitin SoS sate e Hed $1.45 to $1.80 
High eo Shoes ............ 2.10to 3.00 
Boots, fourteen imeh ........ 2.85to 3.75 

Send for Catalogue 
REECE SHOE CO. - - COLUMBUS, NEB. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“‘Recorder”’ rates for space less than one-eighth 
page per issue: 





OSITIONS ane. Three cents per word for each insertion 
Minimu eg poy sixty cents. For other “Want” ad- 
for each Minimum 


52 times 
$2.00 
4.00 = far och 
6.00 Sonatas ond pala tor accordingly. Answers to ads. must be sent 
8.00 letter postage. 


26 times 


$2.50 
4.75 
7.00 
9.00 


13 times 

$2.75 
5.25 
7.75 

10.00 


7 times 
$3.00 
6.00 
9.00 
12.00 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





N=" ENGLAND Manufacturer of Stitchdowns, 

m aking ~~ ay an retail — — to 
engage a large force of traveling salesmen for vari- 
ous parts of the United States. Goods carried in 
8 .. Hustlers only wanted. This line can be 
carried as the main line or as a side in connection 
with non-conflicting lines. Address, B182, care of 
Foot and Shoe Recorder, 207 South St., "Boston, 

ass. 


ANTED—Several live wire shoe salesmen to 
cover Eastern, Southern Western territory 
with a complete line of men’s, women’s, boys’ and 
girls’ shoes, welts, McKays and turns. Best 
opportunity offered to right salesmen. State age, 
experience and reference. Application treated con- 
fidentially. Address, K122, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





WANTED—Salesmen for 2 ine line of children’ 8 
McKay shoes. Appl M. Shoé Co., 107 
Duane St., New York, y> 


WANTED —Live salesman to carry our line of 
men’s, boys’, and little boys’ medium- 
welts as a side line in Arizona, New Mexico, Denver 
and Western an, oe 2 a es and Oklahoma. 
Address B183, tt and Shoe Recorder, 207 

South St., Boston, Mass. 


ANTED—A ork in 0 bi all-round shoe 
salesm > i high-grade —— 
urnish the very best of ref 
ences. John 8S. S. MeCarthy Shoe Store, Peru, ‘— 


Wtctnrers and nd calling on shoe manu- 
a and a supply houses to carry 

fF = — on commotion. 
yy TY 


B197, care "Boot poleulll Shoe oy bd my 207 oT Benth Se St. ap 
Boston, | Mass. 


GALESMEN WANTED—Two experienced sales- 
men to sell our line of young women’s, Sly 
boys’ and infants’ “In Stock” shoes, in the follow- 
ing territories. One for Northern Illinois and 
Indiana, one for Southern Missouri and Kansas. 
Seed established trade in both territories. State 
me in first letter. Samuels Shoe Co., 




















W/ANTED—Saloaman for side line of infants’ 
turns and first steps, on a Remy 6 per cent 
commission basis, to the trade f icago West. 
Reference required in first letter. Address B195, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
ANTED SALESMEN—To sell American 
Metal Re-inforced Shoes to the trade. Some 
good territory open. Li commission. Ameri- 
can Metal Shoe Co., Department B, Racine, Wis. 


()PPORTUNITY for salesman to carry a s 





a short 
side line of growing girls’ and children’s 's shoes 
on commission . Territory open includes 
South, New York State, Pennsylvania, Ohio. 
State present line carried, territory covered, and 
for whom selling in the last five years. Address 
B193, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
ANTED—Salesman covering Wisconsin,Min- 
nesota, and the Dakotas, to sell our % 
up-to-the-minute line of high-grade Infants t 
Soles. Ten cent commission, short a, line, 
an oe up by the largest factory in this country 
producing infants’ specialty footwear. Apply 
Rte on th if you want it for 1919 the strongest side 
the market. Do not apply unless you are 
cquainted in the territory. H. Freeland, 
ieetectanen, established 1896, Rochester, ms Be 
GALESMEN hal ty! ys 3 sell on commission 
a line of Women’s Welts, Turns, and McKays, 
in the following States: Kentucky, veo. Ohio, 
yy Wisconsin, = and 
South Dakota, owa, Missouri, N: ebraska, Kansas Kansas, 
oma, Montana, Wyoming, Colorado, Idaho, 
Utah, Arizona, a ae ornia, 
Washington. Only 


salesmen ak dies can furnish 
references and with an established business will be 
considered. Samples ready ont February 15th. 
Address B178, at Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








ANTED—Live-wire experienced salesmen to 
sell Patented article to the Shoo Trade, 
to handle, veaia seller, li commission. Address 
B179, 7 Boot and Shoe Recorder, 207 South St., 
Boston, M. ass. 


in nent store popular- 
in New city wishes 
to engage ccm, ene — Ho shoe department. Address 
B84, ones Boot and Shoe Recorder, 207 South St., 
Boston, M ass. 





GALESMEN ba a agg 
Shoes for Boys” in 
inusual in So nee 


territorigs. 

only. Address in 

qupertence, Foneral Shoe Co., I Lowell, 

WANTED—Salesmen to i aioe als 
trade a manufacturer's line of 0 end re 
— thy. _ Reference 


Also or have carried. 
Apply N.S. Post Office Box 381 Boston, Mess, 


WORK-SHOE SALESMEN—For State of 
Missouri. Only 








Co., Milwaukee, 
Lge tty mye wire side line ane op p goeneiated 
with shoe and 


mission. Address B159, care ag Mee —e 
Recorder, i2? Deane St Nee YOR N.Y 


WANTED—Live wire salesman, acquainted 
with shoe and Finding Trade, to Cotero 
Ton, , either straight or side line. Cotero 
Cu Mfg. Co., Burr Bidg., Scranton, Pa. 











SALESMEN—NOT ORDER TAKERS 
Wanted for the foll +: Ag territories: 
MICHIGAN, WEST VIRG A, —ne 
TEXAS and the NORTHWEST. 
consists of Men’s medium-priced ts 
shes, made by a — Western manu- 
facturing firm that has an established 
Give full particulars, as to 


age, territory 

covered. Six per cent commission basis. 
yy soe B175, care Boot and Shoe Recorder 
189 W. Madison St., Chicago, Ill. 


sepusesion. 











- manufacturers mi 


ting age » experience and salary 
expected. di 194, care nt and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOREIGN 
CORRESPONDENT 


Desires to make a connection 
with a firm in need of the services 
of an expert correspondent. 


The advertiser speaks and 
writes fluently, English, French, 
Spanish, Italian and German. 
Address Foreign Correspondent, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















LINE WANTED 


Hi good line of sho w= for Chicago and vicinity, 

a jine oes t 
Commission basis. haem B192, care Boot ont 
Shoe Recorder, Security Bldg., Chicago, i. 


Lup nt of oy. Popular priced 


women ’s shoes—f 














POSITION WANTED 


GHOE salesman wishing to make a change, six 

years in managing stores. Further information 
wile Address B190, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SITION OR PARTNERSHIP—Would con- 

sider investment in exclusive up-to-date shoe 
store in town of five to fifteen thousand in North- 
western States, providing business and profits 
proved satisfactory. at first preferred. ~—_ 
information on request. rite at once what 
have. Address B187, care Boot and Shoe Recor “4 
207 South St., Boston, Mass. 


GITUATION WANTED—By experienced sh 
man of ten years’ experience, age 30, cfuaa. 
At present employed but wish to abe a change. 
Have been handling only the best of — —< can 
ive Al references as to ability Address 
186, care Boot and Shoo F fhosendion, 207 ‘South St., 
ton, Mass. 


SITION wanted ced store sales- 

man who has ex a, owledge of me 
Soudans, sheep, kid, and side-leathers for the sh 

book-binding, and novelty trades. Has wide - 

buyers, executive ability for 

ell qualified to meet the 

the best of references from 

preeeat aa Address B185, care Boot and 

Recorder, 207 South St., Boston, Mass. 


ears’ experi- 

















, 207 South St., Boston, Mass. 


or both. Experience selling, can forward 

nee lod entials. dicen | B198, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 

——_ wishes to sell for out-of-town shoe 
manufacturer, gpm @ previous salesman’s 

route, on or commission. Address K120, 

a Ca and Shoe Recorder, 127 Duane St., New 

ork. 


— with established trade traveling 
South—open 








for a line of Misses’ and Children’s 
medium shoes. Address B174, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


W* po ey pe ya 
ion basis, by hustler. ee or om care 
Shi ecorder, 207 South St., Boston, 








eee making Sout Southern States, open for 


dieay BIL, care iy ee od ties y oo te 
t:, Boston, M. 


WANTED — Spal — In women’ ‘8, men’s, 
and i lines, 


misses’, 
i, me manufacturers “or Richmond and 
tate a, Virginia. Financially responsible for 
4 Address I. Y. S., 2707 "onainaiets Ave., 








. Va. 
SALESMAN ven; goo 
South—wishes 
Misses’ and Ciddeen's sect rkow tien, 


B172, re ie tat Bee 
ton, Mass. 


ge eed wishes to represent exclusivel 
manufacturer of old ladies = 
rubber soe in line. Pennsylvania, Maryland. Terms 
<= ly agreeable. Address K118, care Boot 
08 Hecesder, 127 Duane St., New York. 
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‘Recorder’? Occupational Bureau for Returning Soldiers and Sailors 


Honorably discharged from U. S. Army, 27 years old, 
wishes snappy, medium priced line of misses’, children’s and 
growing girls’ shoes for Michigan, which territory, I covered 
previous to entering the service, for three years with women’s 
and children’s line. Address S15, care of Boot and Shoe 
Recorder, Room 97, 127 Duane St., New York City. 





Experienced salesman, honorably discharged from U. S. 
Army, 28 years of age, would like to make connection with 
live wholesaler or shoe manufacturer. Twelve years in shoe 
business with traveling experience. Open for interview. 


Address $14, care Boot and Shoe Recorder, Room 97, 127 


Duane St., New York City. 





Army officer, just discharged after sixteen months’ service, 
desirous of getting into shoe manufacturing or shoe jobbing 
work. Considerable business experience having had a retail 
shoe business for last ten years. Have had experience as 
railroad agent, and understand freight and express schedules. 


Can operate typewriter. Strong; a hustler and 44 years of 
age. Address S12, care of Boot and Shoe Recorder, 207 
South Street, Boston. 


~ 





Discharged 1st Lieutenant desires employment with large 
shoe manufacturing concern. Graduated from Harvard in 
1916. Spent nine months in office of Churchill & Alden Co. 
as assistant correspondent. Understands Spanish corre- 
spondence thoroughly. Interested in export trade. Address 
$13, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 





A young man with five years’ retail shoe store experience 
and 2}4 years’ experience on the road selling a line of sporting 
goods, including shoes, before entering the service, would like 
to make connections with some shoe manufacturing concern. 
Any territory. Has just returned on the Kroonland. Under- 
stands shoes thoroughly and is willing to work and receive 
promotion according to his ability. . Address S11, care of 
“Boot and Shoe Recorder,” 207 South Street, Boston. 





FOR LEASE 


FOR SALE 


EXPORT OPPORTUNITIES 





AVE. desirable to lease for ladies’ and R SALE—Exclusive shoe store located in 
HH Xildren's shoe depar F° business section in one of the best factories 


a 15,000, doing 
business and have clean stock. Reason for 


tment on sales percentage 
t store in Grand center of 
i Address 


basis in a priced 


towns in Pennsylvania, 
fine i 


TALIAN representative, 
I born, with i 











Boston, Mass. 


selling, b Address 
B188, care Boot and Shoe Recorder, 207 South St., 











STORE FOR RENT—Good location on Broad- 

_way, one of Brooklyn's busiest thoroughfares. 
Suitable for shoe store. For details address J. L., 
416 Arbuckle Building, Brooklyn, N. Y. 








FOR SALE 








WANTED 


Cincinnati shoe manufact- 
urers of women’s fine shoes, de- 
sire to make connections with 
foreign representatives, in the 
countries of England, France, 
Italy, Norway, Sweden and Den- 
mark. Will only consider appli- 
cations from established houses, 
who are accustomed to represent- 
ing American shoe manufac- 
turers. The Wise, Shaw & Feder 
Co., Cincinnati, O. 





Maynard, M 








R_ SALE—Men’s shoe store in Tiffin, Ohio, 

doing $25,000 annually, will sell lease and 
fixtures, with or without stock. Must be soldfat 
once, L. N. Mangette, Tiffin, Ohio. 








No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 











Important French Firm 





Address B164, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 























THE RECORDER CREED: 





The —_—eo 
© progress of 


shoe Y-— 1 
which depends th 














the right wearer, in the a 


BOOT AN D SHOE RECORDER 


ey Soke ~~ not only en but Be. g ot for the right purpose, is pupeee, 


“fitting, fo for the at “ox t. 
“Boot J ei shoe Record 
entire allied industries relating t to # + a 


Annual subscription in United States, $3.50; per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 

ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


a fo solve it; for 
Canadian, $5.00. 


Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matter 


~“r basic co upon 
production distribution 
Foreign, $7.50 


Member of Audit Bureau of Circulations 











BOOTS AND SHOES 










































































































LEATHER AND OTHER MATERIALS 









Blumenthal , F., & Co., Inc., New York City 
Creese & Cooke Co., Danversport.......... 
Einstein, J., Inc., New York City.......... 
Gallun & Sons, A. F., Milwaukee........... 










Grieb » 
Harsh & Chapline Shoe waukee 56-57 
Holmes, , Company, Philadelphia, Pa. 104 
Hygrade Shoe Works, New York City...... 60 
Vogue Shoe Co., Haverhill, Mass... .. 65 
johnston & Maver ‘Newark,  & ARSE 66 
Ceith, Preston B., Shoe Co., Brockton, Mass 46 
] H i Oi Cs tapeccace 75 
tnipe Bros. ne., Ward Hill 3 BEB. cacccce 66 
sox Shoe Co., Milford, Mass.....-..:..-- 66 
Lane Bros. a 64 
Levinson Shoe Mfg. Co. Rochester, N. Y.. 61 
Lilly Co., Henry, Kew bd: Nr 70 
ac. aster. 
Mayer, F. bows tks Shoe Co., “Milwaukeo. 54-56 
Shoe Co., Milwa ukee 

it =e Co., New York City......... és 
tlet », A. E., Ss a ns ale Salk 66 

Newoomb-Avd lerson , Fa 
Nu Baby Shoe Co. y MOOR 0 6a Keyes 65 
Nunn, Bush & Weldon't hoe Co., Milwaukee as 
Ogden = ee 56 
Outi EE TMM anon anes odascs 112 
pany, Alexander, Va......... 65 
Parker-Holmes 0 EE EES 1 


Stutz Shoe Mfg. Co., Rochester, sates 61 
Seep te OO. BR. EM, 6 icc cccccccccets 65 
Timson _— ne., Boston SPT Ae 64 
Tober NE ae 64 
United States Rubber ‘ a York City.g 42 

Upham Bros., Stoughton, Mass............ 101 
Vinsonhaler Shoe <a a Oe eee 64 
Weinbrenner , Co., Milwaukee. . 56 
Weyenber; Shoe Mite Co., Milwaukee. .... ‘56-71 
Whitman & Keith Co., Brockton, Mass. . 66 
Williams, Clark Co., Lynn, Se Saree 76 
Wilson, Geo. J., Rochester, N. Y........... 61 
Worko Mfg. Co., SN, WU 3.£i0%s0s ose 113 


Index to “Where to Buy’’ 


Gitterman, H & Co., New York City. . 47 
Henwood-Now: —¥,4 nay Ser tag OF 48 

Hub Boston and New York.....-..-- 67 
Hunt- Leather Co., Boston.......... 67 
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Nathan Anklet Sup; Co., New York City. 96 
Whitcher, Frank, 94 
Wizard Foot ‘Appliance Co., St. Louis. .4th Cover 


FINDINGS AND SHOE STORE SUPPLIES 





B. H. K. Mfg. Go » pC Pee 69 
‘Dudley & Co., ., Haverhill, Mass...... 
Tire bi ti Co., % a, Ohio. lll 
Gordon Mfg. Co., EES Widtdcss-ane 69 
J. & B. Sales Co., Worcester, Mass. ........ 69 
, & Chamberlin Co., Phila- a 
eer wees teas 37 <-2+-*°+* 
Raub, S., & Co., New York City. - 
Whitcher, F. W., Co., Boston. ............ 113 
SHOE EQUIPMENT 
oe, ON Rega ae eg 113 
Ouse Co, Cincinnati. SPATE 113 


rt heer hicago........ 80 
Streit, C. F. The Coe Co., The, ye tie: 


MACHINERY, phere MFRS.’ SUrrtiEs. 
RESSINGS, ETC 








., Haverhill, Mass... ... eee 





Wade & Co., A. 





MISCELLANEOUS 








American Shoemaking Pub. Co., Boston.... 60 
Atlantic Printing Co., Boston.............. 68 
— and Shoe orkers’ Union, ——- My a 
rooklyn Purchasing licate, Brooklyn. . 
Calderwood & RUNG. chicac cas cks 69 
Credit Cl House, New York City. .... 101 
Everett Press, iia hantn S b'n.0 0g bgstee 68 
First National Bank of Boston........ aie an 
Globo Hse & e. New York City. — | 
a. Co., Indianapolis, | = 
ioreend VEngraving Co., Boston 68 
Hooper Printing Co., Boston............... 68 
Hotel ewok | end New York ES ie 4 
Kalter Mere. Co. Max., New York City.... 113 
BR ae a tas $A 7 3 
Root, F. 8S. Co. Bos nrg DiS g pen Spe re Barge: 
Print, Brockto a hes Sa akan 
Ogeeer Electrotype Foundry, Cambridge, m 
Van Proog Co., New York Gity...0..2.1.1. 118 


> , Boston...... 7 

Levor, G., & Co., Inc., Gloversville, N. ¥.... 16 
ew Castle Leather Co., New York City. . 15 
Pfister & ree Lea a . 54-56 
9 


Sdiee-Sonee Co. is «<5 b endatns 33 

] ing Co., , Boston, Mass........ 94 

& Beers, Ine. New York City. ...... 83 
re ake O..38 
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merchant, wholesaler and manufacturer by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President ’ 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W.R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, Coaryres & NAY, Counsel 
it Street 


101 Tremon’ 





ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 


*“ HELEN M. HANEY 
Editors 





Associate 








PUBLISHERS’ NOTICE 


seg ys ey je mey Bayan tn 


eee tathnien entason tne 





Sta Hawaiian 
is $5.00 a year, including postage. 


FOREIGN SUBSCRIPTION—The peiae to all 
foreign countries except the above is $7.50 


ADVERT ES RATES—Card of Advertising 
tion. For rates for 


tes furnished on 
Wants, for Sales, eto. see Want Page. 





OFFICES IN 
a hg OFFICE: fas Masains 8. Geo. W. 
R. Hill, Manager. Telephone 507 


CHICAGO OFFICE: mt West Madison St. Tele- 
phone Main 1089. C. Bowen, Manager 
ST. cote GaEica: 1627 Locust St. B. C. 
Bowen, Manager. 
“YORK OFFICE: Room 97, Graham Bidg., 
Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 
oa ang 929 Chestnut St. H. 


CINCINNATI OFFICE: 501 First National Bank 
Cc. Bowen Manager. Telephone 


“o ? 








ROCHESTER OFFICE: 626 Granite Bldg. 
Tel. Stone 2473. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Manager. 


reeEres DEPT.: 207 South St., Boston, Mass., 
R. Zoccola, Director. 


— Office: Elias N. Races, Balearce 150, 
Office: Leon cio de Mi 20 Fuencarral 
Spanish iguel, 


Cuban Office: Lag Me = ~ paaes Manager, P. O. Box 
148, Santiago de C 

Brazil: “pecs i AGAR AE ORT 
Janeiro. 

Japanese Office: Yokohama, J. F. Wagen, Mav- 
ager. 
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ICTORY—wiTH ITS RETURN OF SOCIAL ACTIV- 
ITIES—ITS WELCOME HOME PARTIES, VICTORY 
DANCES AND RECEPTIONS—BRINGS TO THE 

FORE AGAIN THE GAIETY AND LIFE WHICH was CON- 
SIDERED UNPATRIOTIC IN WAR TIME. 


REACTION IS NOW UPON US. WOMEN WHO HAVE 
SPENT THE GREATER PART OF THE LAST FOUR YEARS 
IN STRENUOUS WAR WORK ARE NOW RELAXING AND 
PLANNING BRILLIANT SOCIAL FUNCTIONS FOR RE- 
TURNING HEROES. 


CHARLES K. 


Haverhill, Mass., - 


CHICAGO: Great Northern Bidg. 
BOSTON: 54.Lincoln Street 


BOOT AND SHOE RECORDER 


THE BRIGHT, NEW COLORFUL GOWNS FOR AFTER- 
NOON AND EVENING WILL REQUIRE NEW FOOTWEAR 
TO MATCH. WE HAVE ANTICIPATED THIS SPIRIT AND 
ARE PLACING OUR LINE OF SLIPPERS BACK ON A PRE- 
WAR BASIS—COMPLETE IN COLOR RANGE, PATTERNS 
AND MATERIALS TO SUIT THE MOST FASTIDIOUS 
MISS OR MATRON. 


THE FOX LINE OF SLIPPERS, PUMPS AND OXFORDS IS 
CLASSED AS FOOTWEAR OF DISTINCTION AT POPU- 
LAR PRICES. MAKE IT A POINT TO SEE IT. 


FOX, 


Inc. 
U.S.A. 


NEW YORK: Marbridge Bidg., Broddway and 


34th St., Room 632 
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BLACK KID BALS 
Composite Last 
Single Sole 


AAA/A _ _AA/B A/C A/D B/E 
7 to Il 6 to Il 6/11 6/11 6/11 


$5.60 


BLACK KID FOXED BLUCHER 


E 6 to 10 
D 6 to 10 


Parkway Last 
4 Double Sole 


$5.75 


Prices Subject to Change Without Notice 














Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 


NEW YORK 
651 Marbridge Building 


CHICAGO 
1415 Great Northern Bldg. 
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VALUE. AND GRADING 


Byes ta the war a very considerable quantity 
of Standard Kid was shipped at prices ranging 
from five to twenty-five cents a foot below the 
prices prevailing at the time of delivery. 


The full benefit to you of an advancing market de- — 
pends upon the accuracy of the grading. The 
established and unalterable classification of Standard 
Kid is your complete assurance that you get the 
exact quality you purchase. 


When you see one bundle of a grade of Standard’ 
Kid, be it Gray, Field Mouse, Black or Brown, you 


see all of that grade, now and always. 


Inquiries Solicited . 
Prices. Reasonable 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG, 


Factory, Wilmington, Del. 


AGENCIES 
F. W. BAILEY & CO., ST. LOUIS. MO. 


CHAS. A. BRADY, ROCHESTER, N. Y. 
GEO. A. McGAW, CHICAGO, ILL, 


I. LOUIS POPPER CINCINNATI, OHIO 
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Our Fall Premiere 


The Most Popular Se lle for ers 1919 


Vici Kid, Fancy Lace, Pre a 17-8 Lou 
Heel and Hel Pinte Mad in all Col 


ur Re equi remen re te day 


MITCHELI- CAUNT CO. 


FACTORIES - LYNN, MASS. BOSTON OFFICE+72 LINCOLN ST. 
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IT IS ADMITTEDLY 


THE BEST MADE!! 


It has special earmarks of perfection, which places it in a “Class by Itself.” 


“A burnt child heeds the fire’—therefore beware and steer clear of “painted 
bronze kid shoes.” 


A Satisfied Customer is a “Booster.” 
A Dissatisfied Customer a “* Knocker.”’ 


“Good Shoes In Stock are an Asset, Bad Shoes a Liability.” 


- trade-marks embossed on top facings of shoes add merchandising profit 
value and interlocks with our Country-Wide Publicity Campaign. 
We furnish the dies free to shoe manufacturers using the 
good grades of “‘F. B. & C.”’ products. 
The new system of interlocking team-work in merchandising and pub- 
licity, as agreed upon, is bound to place the shoe business on an entirely 
new plane of safety. 


Fashion Publicity Company of New Y ork 


Acting for and in behalf of 


F. BLUMENTHAL COMPANY 


Wilmington, Delaware 


Dea of. Glazed Kid and 


of high class raw material 





Samples for 
Fall 1919 


No Restrictions 
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“NUBUCK” 


Registered U. S. Patent Office 


N moving conspicuously toward 
suedes, as it is doing today, the de- 
mand for leathers for fine shoes has 

thrown NUBUCK into remarkable 
prominence. 


The reason is simple: 


Nubuck has a fineness of texture and 
finish that has made it a monument 
in the trade. And now its range of 
shades—White, Imperial, Light Gray, 
Olive Brown, Taupe and Mahogany— 
have come to meet the exactions of the 
most intelligent builders of fine shoes. — 


Send for color pad of the genuine Nu- 
buck, originated and tanned exclusively 
by 








A. C. Lawrence Leather Co. 


161 South Street, ~ Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 
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FRED RUEPING LEATHER CO, 
FOND DU LAC, WIS., U.S.A. 


Seminole Calf 


in conservative shades 


A Light Tan, No. 33 
A Dark Tan or Brown, No. 35 


While this leather has a uniform color, tight break and 
rich shade, we call your special. attention to the 


“Rubbery, Mellow Feel” 


which is a necessity in good shoemaking. Shoe manufac- 
turers having had trouble with boney leather are enthusiastic 
over this feature, which is conclusive evidence that same 
merits your consideration. 


Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


—BRANCHES— 


Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. 
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WHITE WASHABLE KID LACE OXFORD 


COVERED WOOD HEEL 
VAUGHAN’S IVORY SOLE 


VERY POPULAR FOR LATE SPRING WEAR 


DONN D. SARGENT CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET ' 195 ESSEX STREET 
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The easiest way to draw trade 


to your store is to give your custom- 
ers the kind of shoes they want. 


We make shoes for the great majority 
of Women. That means our styles, our 
Workmanship, our prices’ are right. 
The average woman is looking for 
“most for the money” values, provided 
the style is there too. A. F. B. 
Company’s McKays meet all her re- 


quirements. 


Allen, Foster, Bridgeo Company 
LYNN, MASS. . 


Boston Salesroom ... 207 Essex Street 
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~~ Your Fi oresight Now Will More 
Than Repay You Next Spring 


But Don’t Delay or This Unusual 
White Kid May Not Be Here 


QU! of our limited supply 


* of selected raw skins we 
have set aside a quota exactly 
suitable for making the finest white ( \ 


NEW CASTLE KID. 


You merchants and manufacturers 7 
who well know the difference be- . 
tween real white kid and the harsh, ra S C 
brittle, unnaturally whitened stock __ 

that’s been lately offered you will 

welcome this chance to get some 


really choice white kid. 
White Kid shoes made from this 


stock will command a price next 
Spring that will more than repay 
your foresight in getting in touch 
with us now. 
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Once more, however, we wish to 
emphasize the fact that the supply 
is limited. 

Already the original amount has 
been depleted. 
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New Castle Leather Company 


New York City : 
Chicago Montreal 
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, > 
The Shoe Store of L. S. Plaut & Co., Newark, N. J * 
- Furnished with American Interlocking Chairs. 


=~ 
; . 


Comfort means dollars! 


The customers of Plaut & Company commented upon the 
comfort and ease of American Seating Company’s 
Shoe Store Chairs. 


When comfort and good quality are present in such quan- 
tity as to inspire favorable comment little remains to be 
said. 

Just read the above letter over again—then 


Write us for complete catalog 
and interesting information. 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Bldg., CHICAGO 


Permanent Exhibition Rooms in all Principal Cities 
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@ Whitman Ladies’ 


: _ High Grade Shoe ee 











INSTOCK ar 
No. 402 








Mae rFPAnDor 


Dark Mahogany Calf Bal, Perforated 
Vamp, Plain Imitation Tip, Small Invisi- 
ble Eyelets to Top, L Last, 154 inch Heel. 


An extra pleasing tan style. Mahog- 
any Tans are the favorites in ladies’ 
styles. A neat perforated effect in 
the vamp and imitation tip make 
this one a proven winner of ultra 
style. It is carried in stock. No. 402. 


Dark Mahogany Calf Bal Sizes: AAA, 5-8%; AA, 4%-8; A, 4-8; B, C and D, 3-8. 


READY TO SHIP FEBRUARY FIRST 


WHITMAN & KEITH CO. 


MAKERS OF FINE SHOES 
Boston BROCKTON (c{iutk°), MASS., U. S. A. Chicago 


New York San Francisco 
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NE of the most impor- 
tant points in which 
AGOOS “BELL 

BRAND” SIDES excel is 


their fast coloring. 


Our steady concentration 
has resulted in a coloring 
process that produces per- 
manent results. 


“BELL BRAND” colors 


will not fade or run. 


Put this fact down as still 
another very important ad- 
vancement in making Side 
Leather that’s a first-class 
alternate for Calf. 


S. L. Agoos Tanning Co. 


Specialists in Fine 
Side and Veal Leathers 


145 South St., Boston, Mass. 
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Get On the Band Wagon Now! 


E shall have ready for delivery on March 10th 


some real values as per the following descriptions 
and prices. + 


No. 4710—Men’s Cocoa Side Bal Eng. Last $3.75 


No. 4711I— “ °§ “ Side Blucher St. Fox 
Med. Hi Toe 


No. 4712—Boys’ Cocoa Side Bal Eng. Last 


No. 4715— “ c “* Blucher St. Fox Me- 
dium Hi Toe 


No. 4713—L. Gents’ Cocoa Side Blucher St. Fox. 2.75 
No. 4714—“ _ “ “, “Bal Eng. Last: . 2.75 
Growing Girls Misses Childs 
No. 1906—Gun Metal Oxford Medium . 
Toe Rae... $1.85 $1.60 


No. 1907—Gun Metal Oxford English 
2.15 1.85 


No. 1908—Cocoa Full Grain Oxford... . 2.50 


No. 1909—Cocoa Side Oxford Medium : 
2.2 


No. 
2.25 


No. 1911—Cocoa Side Oxford English 

2.00 
We are booking orders Now in regular dozens or 
cases only. Samples shown in our branch offices 


Atlanta, Ga. New York Cit 
. 127 Duane 8t., 


=a Victor Shoe Company a 


Albany, N. Y. Philadelphia, Pa. 


62 Hudson Ave. Salem, Mass. 413 Market St. 
In Stock Department, 212 Summer St., Boston 














In the Spotlight! 


Stands the Rays of 
Ta Zerietee-teleye 


| Ask Your Neighbors 





G.LEVOR &CO., inc. 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 


NEW YORK: 66-90 GOLD ST. 


ST LOUIS? LEATHER EXCHANGE BUILDING BOSTON: 145 SOUTH ST. 
JOHNSON ,.STEPHENS ¢ PATTON LEATHER CO THE G.LEVOR COMPANY 
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A Line That Never Lingers 
On Your Shelves 








Sell 
Quick 


Hens Jone S Sandal in Pat. Turn Mary Janes in Pat. 
and Gun Metal, Leather and Tan Kid. 
McKay. 

ges ssekgcekeanandiee a rs 1 toss ce ccnucanensed 4 
OL PEP a $008. cgccccbctccess 1.60 


ti OZ. ce ceceeccees 
In ‘Stock Feb. 1. 





























Children’s Patent Leather 
and Glazed Kid Turn But- 


ton of Best Grade, 
1 to 5, No Heel. ........ $1.50 Tan Glazed Kid Pony Cut 
4to8, Wedge........... 1.75 


Tan Glazed Kid Button, 


Plain Toe. 
7586—4 to 8, Wed + s $2.00 
7587—1 to5, No . LS 






































When the mother and father bring the children in — be ready for them. Show 
them 3 W’s LENOX footwear — the kind that always satisfies! 


We make all 3 W’s LENOX Shoes in our own factory and stock them in 
our Philadelphia wholesale house. We know just how good they are and 
know also that they will be a splendid line for you to carry. 


WEIMER, WRIGHT & WATKIN CO. 


PHILADELPHIA PAR" SGdeiar sins So 


ae. 


| 
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ILLIAMS' 


WORK SHOES 


UNION - MADE 


WO YEARS on the Western Front 
—with the same pair of Williams 
Shoes. 
This pair of shoes is not an exaggerated illus- 
tration of Williams Quality and the wear that 
results therefrom. There are thousands of like 
examples—but in the peaceful walks of life— 
a examples of wear that men talk about and 
which cause them to come back for another 
pair. 
Williams Work Shoes have the Union Stamp 
ontevery pair and they offer the dealer an op- 
portunity to sell reliable merchandise at a good 
profit. 
The two styles illustrated below are IN-STOCK 
—and with Williams this means “in our ware- 
house ready to ship.” 


Write for Stack 
folder and price 
list. * 


a. 1034—Brown Elk Blucher, Army 
Soft Box, Single Sole, Goodyear 
t Fastened. 








No. 1010— Brown Elk oa Bal, Single 
Leather Sole, Goodyear Welt Fastened. 


- ARTHUR A. WILLIAMS SHOE CO. 


HOLLISTON, N, MASS, t U. S. A. 
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It’s Sample-Making Time 
in the Bates Plant 


IGHT now and during the com- 
R ing two to three weeks is one 

of the liveliest periods in the 
Bates Factory. It’s the same in 
most all other good shoe plants. 


It’s that highly important time in 
which the Fall season’s styles— 
styles that shall be good and attrac- 
tive and salable—are determined and 
the much-studied trial samples ap- 
proved for our traveling salesmen’s 
final samples. 

Every time this six-months Bates 
Staff conference comes around we 
have a vigorous wish that the entire 
company of Bates Dealers could be 
with us. 

We’d like them to hear and see 
with what care and sharp exchange of 
opinions we settle the many de- 
batable points of shapes, leathers, 
patterns, fitting and finishing to be 


incorporated in the Bates Shoes that 
our present and future dealers will be 
fitting to customers’ feet next Fall. 


It is no easy job. Our general 
knowledge of style-demands six 
months ahead must be accurate. 
Our decision on details, even down 
to stitching and beveling, must be 
right—or our mistakes would be very 
costly to us. 


But in these things we don’t make 
mistakes. It is our business not to. 
And in this big matter our new 
factory superintendence, of which we 
have talked considerably of late, has 
proved to be tremendously valuable. 


You, Mr. Retail Dealer, will do 
well to be investigating the Bates Local 
Agency opportunity. It is going to be 
more valuable in 1919 than in any 
year since 1885. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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MANY a new hosiery depart- 
ment will be started in 1919 

—now that conditions are once 

more approaching the normal. 


Perhaps you’re planning one for your store. 
In that case we advise you to concentrate on 


“Onyx” @& Hosiery 


Many shoe dealers, who have been considering 
the installing of hosiery departments have ar- 
rived at this decision. Requests for information 
by mail and person show that this hosiery ques- 
tion is of ever increasing importance. The time 
‘is approaching when no well managed store will 
be without a hosiery department. The un- 
doubted success of a hosiery department in a 
shoe store is demonstrated by experience. 


Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 


NEW YORK 
PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 
1033 Chestnut Street 31 Bedford Street The Lytton Bidg. 
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‘*Ye'll gang mony a mile 
afore ye find better.”’ 


‘*Aristo”’ . **Jonteel’’ 
=——— 


| | 


THESE STYLES ARE NOT IN STOCK, THEY ARE MADE ON ORDER ONLY 


WHEN in Boston stop off at 183 Essex St., Room 507, 
where our full line of HIGH GRADE TURNS is on 


display. Courteous salesmen in attendance. 
Ask to be shown our new IDEAL PUMP-—a special feature 
and all that the name implies. 


Incidentally you will see our long line of TURNED OX- 
FORDS and PARTY SLIPPERS. Beautiful beaded 
effects. (We operate our own beading department.) High and 
low heel lasts. 


You are cordially invited to pay us a visit. 


HAZEN B. GOODRICH & COMPANY 


Boston Office, Factory, 
183 Essex St. Haverhill, Mass. 


ALL CORRESPONDENCE SHOULD BE ADDRESSED TO THE FACTORY 
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Praise the Bridge that Bears You Over 


Never waste time telling what you are going to do. Tell what you have done. Facts 
are better than fancies when measured in terms of feet, profits than prophecies, proofs 


than promises. 


THE CRAWFORD ARCH SUPPORTING SHANK 


What is it? What hasit done? What is it doing? 
(1) Itis a rigid, unbreakable, unbending bridge of steel. 


(2) It is locked to the insole of the shoe; it never moves or shifts; there is no chance for 
friction; no abrasion of the skin of the foot. 


(3) It preserves the contour, fit and firmness of the shoe, preventing that caving in of 
sole under wear and pressure that destroys the shoe, injures the foot and weakens 
the arches and bony structure. 


(4) It gives a firm sup 


sure, and permits the foot to secure that rest and freedom from pain t 
normal conditions. 


These are the facts that trial and test have proven. It is made a part of the shoe’s 
construction and not a shank added to and placed on the insole after it is made. It is not 
an afterthought; it is part and parcel of the completed shoe. 


Why not have your manufacturers equip your shoes with 


THE CRAWFORD ARCH SUPPORTING SHANK 


It will increase your sales. Those who have used it will wear no other shoe. This is a fact 
based on experience. It means Arch comfort without shank contact and skin abrasion. 





United Shoe Machinery Corporation 


Auburn, Me............87 Main 
Brockton,‘ Mass....... 93 Centre 
Chicago........ 18 South: Market 
Cincinnati....... .708 Broadway . 


Haverhill, Mass...... 145 Essex 








rt to broken-down and weakened arches, relieves meng and pres- 
at restore its 


T SHANK 
RIVET 
LOCKING SHANK TO INSOLE 





BRANCH OFFICES 


Johnson City, N. Y....124 Main ie! Sarees 37 Warren 
Leen, BEOGS i... a. 05:6 0100s 306 Broad Philadelphia... .. 221 North 13th 

arlboro, Mass..... 11 Florence Rochester, N. Y........ 130 Mill 
Milwaukee.......... 258 Fourth Rs BES ick ox cased 1423 Olive 






































Sterling 
Americans 


PAUL REVERE 
BornJan |,[735--Died May 10,1818 
Patriot ms ees Soldier 


“The Fate of the Nation Was Riding that Night’’ 


PAUL REVERE, Sterling American and member of the original Boston Tea 
Party, made his}famous midnight ride to Lexington to warn the Minute Men and 
inhabitants of British invasion. -His gallant deed fired the enthusiasm for Free- 
dom and began the armed resistance which led to the founding of a nation. 
STERLING PATENT COLT AND STERLING PATENT KID ARE USED IN THE BEST 
GRADES OF SHOES WORN TODAY BY THE FREE CITIZENS OF A NATION MADE 
POSSIBLE BY THE PATRIOTS OF THOSE APRIL DAYS OF 1775. ARE YOU, MR. 
MANUFACTURER AND MR. RETAILER, REAPING ALL THE DISTINGUISHED ADVAN- 
TAGES FROM THE USE OF THESE FAMOUS SHINY LEATHERS ? 


Sterliiiy Got Stecliig Kid 


BRISTOL PATENT LEATHER COMPANY: BOSTON, MASS. 








———— 
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rT YQETTERS from men in the service, 
(Lig who have learned what real foot 

A comfort is, tell us in very positive 
Pees <& language that they and their 
pi are “strong for Educators.” | 


Do the shoe retailers of this country need 

more evidence than this to convince them of 

the opportunity that is knocking at their | 
doors? : 
Educators are the natural shoe for these 
men to adopt because they are orthopedically 
correct and will preserve the comfort these 
men have learned to enjoy. 


Educators are the natural shoe for retailers 
to adopt because they are staple shoes---are 
stock shoes and properly advertised—-are 
already sold by more than 12,000 retailers 
in this country, and are known by more 
people than any other shoe.. | 




























Rice & Hutchins Distributing Houses 







The Rice & Hutchins The Rice & Hutchins The Rice & Hutchins 
New York Company hicago Company St. Louis Shoe Company 
The Rice & Hutchins The Rice & Hutchins The Atlas Shoe Company 
Baltimore Company eveland Company Boston, * gm 
The Rice & Hutchins The Rice & Hutchins Joseph I. Meany & Co. 
Philadelphia “Pa. 






Atlanta Company Cincinnati Company 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 




























